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SEEK CHANGE IN 
COMMISSION SCALE 


Monmouth County, New Jersey Agents’ 
Association Appoints Committee 
to Secure Action 
CLAIM DISCRIMINATION OVER 
OTHER SECTIONS 








Rate Prevailing in Northern New 
Jersey Counties is Five Per Cent. 
More On All Classes 


Red Bank, N. J., July 24, 1917.—The 
agents of Monmouth County, N. J., 
want five per cent. more Commissjons 
vn all classes of business. They feel 


they are discriminated against in that 
the agents in the other sections of 
the State are now and have long been 
1eceiving this rate of commission. 

At a meeting held here to-day, of 
the Monmouth County Insurance Asso- 
ciation, which embraces a majority of 
the agents, a committee was appointed 
to bring the facts of the situation before 
the New Jersey committee of the EKast- 
ern Union with a view of securing a 
readjustment of the commission scale 
on the same basis as that paid in the 
residue of the State. 


J. G. Coleman’s Views 

J. G. Coleman, of Milan Ross Agency, 
Asbury Park, stated that the regula- 
tions which permitted this condition 
are not just and that there is no rea- 
son why work done in Monmouth 
County is not worth as much as the 
same work done in Essex County. He 
quoted statistics which showed that the 
companies had made a profit in the 
ecunty in spite of the Asbury Park con- 
flagration, and that this was more than 
they had done in some of the communi. 
ties where they paid more to get the 
business. Others of the agents cited the 
zdditional detail and cost of doing busi- 
Less as reasons why the increase is 
necessary. 

Association is Young 

The meeting on Tuesday was the sec- 
ond of the association which was organ- 
ized March 14. The consiitution and 
by-laws which had been prepared by 
the executive committee were adopted 
by the association. 

Fred J. Cox, Perth Amboy, and presi- 
dent of the State association, was to 
have addressed the meeting but his ill- 
ness prevented. 

S. H. Calvert of the Asbury Park 
Realty Co., who is president of the Mon- 
mouth County Association, spoke of the 
approaching ‘all meeting of the State 
Association in Asbury Park and a com- 
mittee was appointed to assist in the 
arrangements for the meeting. 























“The Largest Fire Insurance Company in America.” 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 





Sixty-four-Year Record for Fair Dealing and 
Prompt Adjustment and Payment of Losses 





FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, Commissions, Explosion, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, Regis- 
tered Mail, Rents, Sprinkler Leakage, Tourists’ Baggage, 
Use and Occupancy, Windstorm. 


STRENGTH REPUTATION SERVICE 




















Established 1809 


North British 
and Mercantile 


Entered United States 


1866 Insurance Co. 


Policyholders protected by the entire United States assets, 
with further guarantee in every policy, of protection 
by entire fire assets of the company which 
are many times larger. 




































AN IOWA COMPANY 


Operating Under lowa Reserve Deposit Law 
POLICYHOLDERS OF THE 


EQUITABLE LIFE of IOWA 


ARE SAFEGUARDED AGAINST ANY 
POSSIBLE MISAPPLICATION OF 
THE FUNDS OF THE COMPANY 


SO ARE ITS AGENTS 


THE RIGHT COMPANY TO REPRESENT 
Apply to 


H. E. ALDRICH, Supt. of Agents, DES MOINES, IOWA 


MUTUALIZATION OF 
EQUITABLE LIFE 


Control By Policyholders Made Possi- 
ble By Action of General T. 
Coleman du Pont 


PLAN APPROVED BY DIRECTORS 


Completes One of the Most Interesting 
Chapters of Life Insurance 
History 


General T. Coleman du Pont has kept 
his word and made good his promise 
to the policyholders of the Equitable 
Life Assurance Society. This great 
Company, with assets of more than 
$500,000,000 and outstanding insurance 
in force of more than $1,500,000,000, 
is to belong to its over 500,000 policy- 
holders for all time. The mutualiza- 
tion of the Equitable Life records one 
of the four most far-reaching chapters 
in the history of the life insurance 
business, those preceding it being the 
famous Armstrong Investigation, the 
mutualization of the Metropolitan Life 
Insurance Company of New York, and 
the mutualization of the Prudential In- 
surance Company of America of New- 
ark. 

The terms of a plan adopted by the 
board of directors set forth that General 
T. Coleman du Pont, holder of a ma- 
jority of the stock, would turn it into 
the Company for $2,000,000 less than 
he paid the J. P. Morgan estate for it 
two years ago, and the holders of the 


minority stock would receive a price 
of approximately $1,500 a share for 
their .holdings. The stock would be 
paid for out of the reserve funds of the 


Society and then canceled, the Society 
being then made entirely mutual. The 
plan has to be ratified by the policy- 
holders before being put into opera- 
tion; it is regarded as most probable 
that they will approve it. The plans 
were worked out under the direction 
as counsel of Charles E. Hughes, who 
was counsel for the Armstrong Com. 
mittee, 


Echo of Armstrong Investigation 


The plan announced is an echo of 
the famous Armstrong Insurance In 
vestigation of 1906, and means that 
control of the half billion and more of 
assets passes permanently into the 
hands of the policyholders and forever 
guarantees against a repetition of the 
use of the funds of the Company for 
speculation and other purposes by those 
in control of the Company. 

There are 1,000 share of Equitable 
stock of a par value of $100 each, but 
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this stock has reached a value as high 
as 10,000 per cent. for the reason that 
its possession meant control of the 
vast funds of the concern. It can, un- 
der the charter of the Society, pay only 
7 per cent. dividends. 
Du Pont’s Generous Action 

In giving up the control of the Equi- 
table General du Pont surrenders con- 
trol of the Society’s affairs completely. 
At the time of the purchase of the 
stock he let it be known that he would 
like to see the policyholders become 
the possessors of it. Officials of the 
Equitable said that for the $2,000,000 
the transaction cost him he will re- 
ceive nothing except the satisfaction 
of knowing he had done a good thing. 
General du Pont is chief owner of the 
Equitable office building at 120 Broad- 
way, on which the Equitable Society 
holds a mortgage of $20,500,000. The 
payments to be made to General du 
Pont for the stock will be paid in the 
form of deductions from the interest 
and amortization charges on the mort- 
gage. So the reserves of the Society 
will not be weakened. 

Varied Stock Ownership 

The stock of the Equitable has haa 
a variety of ownerships since the in- 
surance investigation. Prior to that 
time it was held by the Hyde family, 


, under whose ownership the late E. H. 


Harriman obtained the use of large 
parts of the Society’s funds. Harriman 
and Hyde quarreled, which did much 


investigation. At a 
time when Harriman was thought to 
be after the stock, Thomas F. Ryan 
stepped in and bought the 502 shares 
which the Hyde family held. This led 
to a feud between Harriman and Ryan, 
already in embryo, and the railroad 
builder, when asked at the investiga- 
tion if he had been trying to get the 
stock and whether he had succeeded, 
made his famous reply, “Not yet, but 
soon.” 

In 1909 the late J. P. Morgan bought 
the controlling interest. He got part of 
the stock from Ryan and a part from 
the Harriman estate, thus showing that 
Mr. Harriman did get part of it from 
Ryan. 

Morgan Started Mutualization Plan 

Mr. Morgan formed mutualization 
plans because, he said to a friend, he 
wished to remove the Equitable as a 
menace to the financial situation. A 
committee on mutualization was formed 
and when General du Pont get the 
control in 1915 jhe pledged himself to 
lend aid to the mutualization plans. 


Approved By Directors 

In a statement President Day said: 
“A plan for retiring the stock of the 
Equitable Life Assurance Society and 
placing the control in the hands of its 
policyholders for all time has been pre- 
sented by the mutualization committee 
of the board of directors. The plan 
was approved by the board of directors 
on July 19.” Thomas Spratt of Ogdens- 
burg, N. Y., is chairman of the mu- 
tualization committee, which was ap- 
pointed in 1911 to solve the problem. 
The other members are T. de Witt 
Cuyler of Philadelphia, Jay Morton of 
Chicago, Eugenius H. Outerbridge, and 
Charles D. Norton of New York, and 
John D. Kernan of Utica. 


Charter Provides for Mutual Company 

The Equitable charter requires the 
Society to do business on the mutual 
plan, although it has a capital stock of 
$100,000 divided into 1,000 shares, par 
value $100. 

General du Pont purchased the con- 
trolling stock of the Society from J. P. 
Morgan in June, 1915, for $4,394,540. 
With interest addec this aggregates 
now $4,800,000. When he purchased 
the stock, General du Pont stated in a 
communication to the Commissioner of 
Insurance: 

“My desire is that the mutualization 
of the Society be brought about, in or- 
der to give assurance that its affairs 
will always be managed in the interest 
of the policyholders, fears relating to 
stock control being forever ended. For 


to bring on the 
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I believe that such assurance is neces- 
sary if the society is to be brought to 
the larger success which seems to be 
within its reach.” 

President Day’s statement said: 
“Chairman Spratt and the mutualization 
committee immediately opened negotia- 
tions with General du Pont, which have 
resulted in the plan now approved by 
the directors and which must also be 
approved by the stockholders, the pol- 
icyholders and the State Superintend- 
ent of Insurance.” 


Features of Plans 

The main features of the plan are 
given as follows: 

“General du Pont carried out his 
promise to co-operate in placing the 
policyholders in control of the stock of 
the Society by offering them his hold- 
ings of 564 shares at approximately 
$2,000,000 less than they cost him, plus 
interest. His offer aggregates $2,799,- 
900 and includes, in addition to the 
control stock, 63 shares of minority 


stock at $1,500 per share. From the 
date he acquired the stock he has held 
the opinion that he could render no 
greater service to the public than to 
assist in the mutualization of the 
Society and gives practical and sub- 
stantial expression to this view by 
contributing this amount in the inter- 
ests of mutualization.” 


As to the payment for the stock, 
President Day’s announcement said: 
“The transaction with General du Pont 
will not involve a flat cash payment by 
the Society. The payment will be made 
in semi-annual installments, covering a 
period of twenty years, by deducting 
the amount of such installments which 
include interest on deferred payments, 
from the semi-annual interest payments 
to the Society on the mortgage of $20,- 
500,000 which it holds on the Equitable 
office building, of which General du 
Pont is the chief owner. Thus the de- 
sire of the board and of the Superin- 
tendent of Insurance in a mutualizing 








“AN AMERICAN COMPANY” 


True. to American Ideals and Traditions 





The Germania Life Insurance Company 


Established 1860 
Under the laws of the State of New York 





The following are a few 


at death of the insured. 


OF ANY KIND. 








Germania 
helped to make 


Every Month This Year a Record Breaker 
Free HEALTH SERVICE for policyholders both new and old. 
Free Insurance Money INVESTMENT SERVICE for Beneficiaries. 


WAIVER and ANNUITY CLAUSE which, in case of total and perma- 
nent disability, before age 60, provides for waiver of all future premiums, 
the payment of 1/10 the face of the policy annually to the insured as 
long as he lives and payment of the face of the policy to the beneficiary 


features which have 








DOUBLE INDEMNITY CLAUSE which provides for payment of double 
the face of the policy in case of death as a result of an ACCIDENT 


“A Growing Company for Growing Men” 


For Direct Agency Connection 


ADDRESS 


T. LOUIS HANSEN, Superintendent of Agencies 


50 UNION SQUARE, NEW YORK CITY 





plan to avoid making any substantial 
reduction in the working surplus of the 
Society, or to make any appreciable in- 
crease in the cost of insurance to pol- 
icyholders, will be accomplished. 


Deal Liberally With Minority 

“The Society in its desire to deal with 
the owners of the 436 shares of minor- 
ity stock has offered a price which is 
believed to be considerably above the 
average cost to them of these shares. 
The price provided for the 436 shares 
of minority stock is the same as will be 
paid to General du Pont for his sixty- 
three shares of minority stock, namely, 
$1,500 a share. Thus 436 shares will be 
paid for in cash and at the price above 
stated the amount would aggregate 
$654,000. Under the law the Society 
can amend its charter and qualify all 
policyholders to vote for directors and 
thus practically mutualize the Society 
as far as the voting by policyholders 
is concerned through the acquisition of 
the majority stock only. It is believed, 
however, to be for the best interests 
of the Society that all stocks be pur- 
chased and retired and the mutualiza- 
tion thus fully completed. Hence it 
suggests a price for the minority stock 
that seems proper and advisable in 
view of all existing conditions and in 
the interest of the prompt acquisition 
of the stock.” 


Stock Held By Trustees 

As the stock is acquired under this 
plan it will be assigned to these three 
trustees: Dr. John H. Finley, State 
Superintendent of Education; Morgan 
J. O’Brien and George Wharton Pep- 
per of Philadelphia. The trustees will 
hold the stock acquired by the Society 
in trust until all is canceled. They are 
also required by the plan to vote the 
stock at all stockholders’ meetings in 
favor of qualifying policyholders to 
vote for the directors. 

George W. Perkins, one of the minor- 
ity stockholders, said he was gratified 
at the offer of General du Pont, as the 
Equitable should have been mutualized 
long ago. He said it was wrong for 
such a large concern to be ruled by 
$100,000 worth of stock. 

While the great value of the Equi: 
table stock came from the fact that a 
majority of it carried the power to 
control the Society’s great assets, the 
statement of President Day shows that 
Mr. du Pont could mutualize the con- 
cern by the vote of his own stock. In 
any event, the minority stock would 
not be worth so much without the 
power to control large assets. The at- 
titude of the committee is that $1,500 
is a good price for a 7 per cent. stock 
and at the same time approximates 
what it cost the holders. There is a 
certain faction of the stockholders that 
may oppose the plan on the ground 
that they should have a share in the 
large reserves of the Society. 

Ten-Year Comparison 

The condition of the Equitable Life’s 
affairs at the close of business Decem- 
ber 31, 1916, as compared with Decem- 
ber 31, 1910, is shown by the following 
statement: 


1910—New business ...... $107,965,091 


1916—New business ...... 209,706,988 
1910—Mortality ratio ..... 78.79% 
1916—Mortality ratio ..... 75.94% 
Dec. 31— 

pe $492,197,585 
eS ee 562,381,599 
1910—Total surplus ...... 82,658,985 
1916—Total surplus ...... 91,634,699 
1910—Dividends to policy- ' 

ee eae 10,575,157 
1916—Dividends to policy- 

CO ee 13,226,900 
1910—Contingent surplus.. 8,272,647 
1916—Contingent surplus... 11,514,211 


1910—Insur. outstanding. . .1,347,158,692 

1916—Insur. outstanding. . .1,607,089,581 
Minority Stockholders 

Among the minority stockholders are 

Franklin B. Lord, personal counsel to 

Governor Whitman, representing the 

Lord estate; the estate of former Presi- 


(Continued on page 9.) 
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Fears Government 
As a Competitor 


TUCKER SUSPICIOUS OF FEDERAL 
INSURANCE 








Thinks Agents Will Find Uncle Sam 
Keeping Tight Hold on Risks 
Secured 





BY PREBLE TUCKER. 


If the report from Washington, to 
the effect that the life insurance com- 
panies have endorsed the Sweet plan 
of “Government insurance for those in 
war service” is correct, then indeed it 
is time for the Life Underwriters’ As- 
sociation to get busy. 

The far reaching result of the 
adoption of such a plan on the business 
of life insurance in this country, can 
not have keen fully appreciated by the 
companies’ representatives or they 
never would have endorsed it. In order 
to escape the burden of handling the 
war risk business, the companies are 
represented as favoring the establish- 
ing of a Government life insurance 
pureau to take this burden off their 
hands. In other words, the companies 
are blindly assisting in the creation 
of a “Frankenstein,” who will surely 
turn and rend them. If this would re- 
sult in benefit to the public at large, it 
would be another matter—but can it 
be successfully maintained that any- 
thing that menaces the future of the 
life insurance companies will eventually 
inure to the benefit of the public? 


What Soliciting System Has Done 

This country leads the world in life 
insurance—both in the number of in- 
dividuals and amount of insurance car- 
ried, it exceeds all the rest of the na- 
tions combined. This enormous busi- 
ness has been built up by the life com- 
panies through the soliciting system. 
A vast plant has been created, the 
operations of which extend to every 
part of the country. 

If the United ‘State Government, 
through its bureau of life insurance, 
enters into competition with this plant, 
it is bound to seriously disturb its 
cperations ,and eventually disintegrate 
‘t. While it may be claimed that the 
plan endorsed by the companies does 
not contemplate anything beyond tem- 
vorary government insurance, which 
shall cease after the war and shall 
cover war risks only, and that it there- 
fore involves no competition with them, 
the inevitable outcome will be a _ per- 
slanent bureau after the war. 

In the Business for “All Time” 

The Government will be in the life 
insurance business for all time, for the 
very good reason that to relinquish it, 
would bring about great loss to the pub- 
lic, which the public would not stand 
for. This would arise from the fact that 
thousands of those holding government 
policies would be unable, after leaving 
the government service, to substitute 
company insurance for their expiring 
sovernment insurance. Having been 
practically deprived, by reason of enter- 
ing the government service, of the op- 
portunity to obtain permanent insur- 
ance, although otherwise acceptable 
risks, ‘hey will be justified in demand- 
ing that the Government give them 
such permanent protection by continu- 
ing their policies at the normal pre- 
mium rates, and public opinion would 
back such a demand. 

Can it be reasonably questioned that 
Congress would yield to popular clamor 
under such circumstances? Behold 
‘hen, the Government in the life insur- 
ance business, receiving premiums, 
maintaining policy reserves, paying 
death losses. 

_ If the Government were to confine 
itself to simply carrying the insurance 
already on its books and taking no new 
business to offset that going off through 
lapses and deaths, the time would soon 
come when the normal premiums col- 
Jected would not suffice to cover the 


growing death losses. Would not the 
vublic be justified in claiming that this 
was an unscientific and costly method 
of conducting life insurance? Would 
not the taking on of new business be 
the next logical step? 


His Idea of What Should Be Done 

These are questions which should be 
faced and answered to-day. ‘There is 
no poular demand for government life 
irsurance at present. The few experi- 
ments made in that direction by various 
States shave not been _— successful. 
Whether the United States Govern- 
ment would furnish life insurance at a 
‘uwer cost than the companies, is a 
matter for debate. But do the compan- 
ies wish to raise this issue? If the 
companies should get together to-day 
and offer to issue to every man in the 
military and naval service a life policy 
for $4,000, payable in installments to 
his heirs if he dies or to himself if he 
is disabled during this service, charg- 
ing the Government a fixed annual pre- 
mium to cover the war risk, which the 
latter shall pay so long as the insured, 
remains in Government service and 
with the privilege to the insured to 
continue his insurance thereafter by 
paying the regular normal rate for his 
age at entry, there would be no excuse 
for the issue of government. policies. 

In the matter of fixing the premium 
rate charged the Government, the com- 
panies could protect themselves by an 
agreement to the effect that if the rate 
agreed upon shall prove by actual ex- 
perience to be inadequate to meet the 
actual loss from war service, the Gov- 
ernment shall make up the deficit, there 
being of course, a reciprocating agree- 
ment on the part of the companies that 
a refund will be made to the Govern- 
ment should the actual results show 
that the premium charged was ex- 
cessive. 

It may be contended that under such 
an arrangement the companies would 
have to continue the insurance on risks 
impaired by war service although not 
disabled, and that self selection would 
operate unfavorably on the subsequent 
nortality experience of the companies. 
However, this objection can surely be 
overcome by some arrangement, where 
by the risks impaired by war service 
vhall be treated as substandard risks 
and the additional rate paid by the 
Government. 


WEST VIRGINIA RULING 


Department Prohibits Dating Back of 
Applications to Secure Benefit of 
Lower Age 


The West Virginia Insurance Depart- 
ment makes the following ruling on the 
antedating of applications for life in- 
surance: 

The constantly increasing prac- 
tice of “dating back” applications 
or policies of life insurance for the 
purpose of giving the applicant the 
benefit of the premium rate for a 
year younger than the actual age, 
has been brought to the attention 
of this Department with the request 
that a ruling be issued as to 
whether or not this practice is in 
violation of the anti-discrimination 
law of this State, which states that 
“no life insurance company doing 
business in this State shall make 
or permit any distinction or dis- 
crimination in favor of individuals 
of the same class or of equal ex- 
pectation of life, in the amount of 
payment of premiums or _ rates 
charged for policies of life or en- 
dowment insurance, or in the divi- 


dends or other benefits payable 
thereon or in any other of the 
terms and conditions of the con- 


tracts it makes. 

“IT am clearly of the opinion that the 
‘dating back’ of an application or a 
policy for the purpose above named 
is a violation of the above quoted sec- 
tion, and subjects the officers and 
agents to the penalties prescribed by 
law, and may be held to render any 
policy so issued null and void. I am 


A New Argument 
For Income Agent 


GOOD REASON WHY WEALTHY 
SHOULD INSURE 


Business and Income Insurance to 
Offset Inheritance Taxes Both 
Federal and State 


The live agent is not only looking for 
new prospects, but for new arguments 
for all prospects. Certain conditions 
that have been brought about the past 
few years have created a new class of 
prospects for insurance and with them 
new arguments. I refer to men of 
wealth who have heavy inheritance 
taxes and Federal and State inheritance 
taxes to pay and who might easily be 
persuaded to put some of their money 
into business or income insurance. The 
agent will explain, of course, that any 
amount of insurance taken in our Com- 
pany is exempt from taxation. 

The following table, which is sum- 
mary of the Federal Estate Tax, revised 
March, 1917, is valuable for reference 
and should be carried by every agent: 


Rate of Tax. 
ey Ms caweasawek anes $50,000 
reas 100,000 
Ors te ON DORE saiksscscsaccann 100,000 
St ere 200,000 
Tee Oe sw wenssebenneeas 550,000 
ee Seer 550,000 
Swe te Gt MOR a nis ceccwvedseus 1,000,000 
BT 8 Oe 1,000,000 
. ¢ fy ee 1,000,000 


Pay Claims on Men 
Who Die in Europe 


THE NEW WAR LIFE POLICY OF 
A BRITISH COMPANY 


Yearly Premium of £1 Gets £100 
Benefit—£5 if Killed in 
Action 





London, July 6.—The Eagle and Brit- 
ish Dominions is now issuing a new 
“war life policy” for officers, non-com- 
inissioned officers and men of the army 
and navy. 

The principle on which the new war 
policy is based is that in exchange for 
a fixed premium benefits shall be given 
varying according to the actual risks 
to which a sailor or soldier is subjected. 
Thus, taking the yearly premium as 
{1 (premiums will be accepted up to 
any sum not exceeding £20 per annum 
cn any one life, the benefits being in 
proportion thereto), should death occur 
during the currency of the policy from 
natural causes or accident on home 


Total Net Estate. Tax. Total Tax. 
$50,000 $750 $750 
150,000 3,000 3,750 
250,000 4,500 8,250 
450,000 12,000 20,250 

1,000,000 41,250 61,500 
2,000,000 90,000 151,500 
3,000,000 105,000 256,500 
4,000,000 120,000 376,500 
5,000,000 135,000 511,500 


15% on all amounts in excess of $5,000,000. 


The above tax is in addition to the 
tax enforced by the State. There are 
not many men, however wealthy, that 
keep on hand any large amount of cash 

surely not enough to pay the inherit- 
ance exactions. Yet in case of the 
death of the man of wealth, the in- 
heritance tax must be paid within one 
year. If not paid within 60 days after 
the year of grace, the Government can 
satisfy its claim by foreclosure, If this 
course is not taken, often a forced sale 
is necessary, which entails heavy losses 
on the estate. Happily, this is all taken 
care of by the man who carries a prop 
er amount of life insurance—at least 
enough to provide for all payments of 
the inheritance tax in the event of un- 
timely death. Try this as an argument. 

“Pointers.” 


INSURANCE MEN FOR WAR 

The clerical forces in the insurance 
offices in Hartford, Conn., are becoming 
noticeably thinned out by the call for 
war service. This applies to both men 
and women. Hundreds of young women 
have gone to do Red Cross work, and 
are studying first aid, wireless 
telegraphy. automobile-driving and re- 
pairing, so that they may be ready to 
answer the call when emergency arises, 

Honor rolls are being prepared in the 
various offices. A temporary list has been 
placed on a bulletin board in the office 
of the afhliated “Aetnas,” embracing 
seventy-five names of young men in the 
employ of this company who have al- 
ready enlisted, and there are many 
more to be added. Secretary C. E. Gil- 
bert says: 

“We expect to furnish each man with 
a blank form, which when returned to 
us will give us data for a roll of honor 
to be preserved here, setting forth the 
principal events in each case of the 
military or naval career. We desire to 
add to the record from time to time 
new names, any transfers, promotions 
or other items of interest which may 
occur.” 


further of the opinion that the date of 
the completion of the application, i. e., 
when the medical examiner's statement 
is attached, must be regarded as the 
date of the application, and the policy 
must be issued at the rate for age of 
applicant at nearest birthday, as evi- 
denced by the date of the completion 
of the application.” 


service or elsewhere in Europe, ex- 
clusive of the Balkan Peninsula, or as 
regards sailors anywhere at sea, the 
sum of £100—the maximum—is pay- 
able. The Balkan Peninpula (i. e@., 
Turkey in Europe, Bulgaria, Serbia, 
Greece, Albania and Montenegro) is 
regarded as a specially risky area, and 
in event of death taking place in that 
particular danger zone or outside 
Europe from natural causes or accident 
the sum assured is reduced to £50. 


Covers Man Killed in Battle 

The crux of the scheme, however, is 
the provision made in the contingency 
of death on the battlefield or from 
wounds received in action. Hitherto it 
has been difficult for men on active 
fervice to insure their lives, except at 
a prohibitive cost, and some of the 
“war policies” designed for their bene- 
fit have hardly been sufficiently attrac- 
tive to become really popular. It is, of 
course, a difficult problem for the offices 
issuing such policies, They are anxious 
to do the best they can to enable the 


, 


brave fellows going to the front to 
make provision for those they leave 
behind, but they are bound, in self 


protection, to limit the risk they under 
take. The Eagle and British Dominions 
has hit on a very fair solution of the 
difficulty. If the life assured is killed 
in action or dies from wounds, or as 
the result of aviation disaster or drown- 
ing at sea, an immediate payment of 
£5 is given—that is five times the pre 
mium paid, and the main intention of 
the scheme being to assist the families 
and relatives of sailors and soldiers 
who fall in the war—it is further pro- 
vided that nine-tenths of the surplus 
arising from the war policy scheme 
shall be divided amongst the repre- 
sentatives of that class. 


The arrangements for ascertaining 
the surplus to be divided are as fol- 
lows: The whole of the premiums re- 
ceived under the scheme, after deduc- 
tion of the moderate allowance of 10 
per cent. for expenses—an allowance 
which certainly is considerably less 
than the cost incurred by the Company 

‘will be invested in a trust fund out 
of which claims will be paid. On the 
expiry of eighteen months after the 
official declaration of peace 90 per cent. 
of the residue of the fund will be 
divided among the persons who are en- 
titled thereto. 
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The Selection of 
Agency Managers 


PERTINENTLY DISCUSSED BY 
FIELD MAN 


Business Is a_ Scientific Specialty 
Requiring Qualifications Above 
the Average 


A field man in the July number of 
the “Life Underwriters’ News,” the of- 
ficial organ of the Life Underwriters 
Association of Canada, under the title 
of “The Greatest Need in Life Insur- 
ance,” ably discusses the question of 
selection of agency managers for life 
insurance companies. ‘He says in part: 

The crying need in life insurance is 
not so much for salesmen as for sales 
managers. 

Men cannot be trained up in the busi- 
uess from boys, such as is the rule in 
most mercantile establishments. 

There are practically no intermediate 
positions between the office boy and the 
salesman. 

Insurance is a scientific specialty, and 
requires a salesman with qualifications 
very much above the average. 

Such salesmen may be born thus, but 
most often they are trained. 

A prospective life insurance salesman 
must, as a rule, be a man who has left 
the adolescent stage some years behind 
him—therefore, he must have come to 
the insurance business from some other. 


Why Men Enter Business 

Now, why did he come? He comes 
in many cases because he did not suc- 
ceed in his previous venture or ventures. 

It is no disgrace to fail; and it is no 
criterion of ultimate failure that a man 
has failed early in life. The present 
Lord Chief Justice of England was a 
failure as a stockbroker at 45. At the 
same time, there is no doubt that a 
much higher rate of success would be 
attained if prospective insurance men 
were uniformly selected from among 
successful business men instead of the 
reverse, 

Then, why does the average Canadian 
life insurance company not select its 
men from among those who have be- 
come successful in other lines of en- 
deavor—if they must, as it appears, 
take men from other occupations? 

Not Attractive to Successful Men 

It is because the company has nothing 
to offer the successful man. As a rule, 
the best a prospective insurance man is 
offered is a chance to go out with very 
little instruction and try to make a 
living at a business of which he knows 
nothing. 

He does not know—and cannot be 
expected to know—the essential require- 
ments of a successful insurance man. 

The agency manager slpuld know, 
and when he has come to the conclu- 
sion that a certain man would make 
a good insurance man, the company 
should make him a business proposition 
and should take the chance of his prov- 
ing a success—and not throw the onus 
on the man. 

‘Why do the companies—and they are 
all crying for good salesmen—not do 
this? : 

It is because they have not, as a 
rule, agency managers who have the 
time, inclination and knowledge neces- 
sary to discover and develop the high- 
class men. Now we come to the rea- 
son, 


Usually some man is selected from 
the field staff of the company, or its 
competitors, who has shown himself to 
be a producer of a large volume of 
personal business. The large personal 
producer is generally selfish and a past- 
master at looking out for number one. 
He has to be. ‘He has no time to de- 
vote to the interests of others. His 
motto is “Get the Business.” 

When he becomes agency manager he 
is expected to get an agency force to- 
gether. Not having had time to study 
the requirements—in others—of a suc- 
cessful agent, he does not know what 
constitutes one, His usual method of 
securing a force is to switch the agents 
of another company. 

The agency manager is expected to 
produce business personally—and, be- 
ing the type of man he is—-no offense 
meant—he cannot refrain from enter- 
ing into competition with his salesmen. 

The writer has been in a position to 
observe the workings of not merely one, 
but practically all the companies oper- 
ating in Canada, and the above proced- 
ure is the rule rather than the excep- 
tion. 

Now, how can this be remedied? 
Practices in Other Businesses 
The great firm of Swift & Co., in 
Chicago, have found out by careful in- 
vestigation that they have $300 invested 
in each employe the moment he or she 
is hired. They have determined what 
qualities or qualifications applicants for 
each class of work require, and they 
have formulated a series of simple tests 
that eliminate those unfitted. The ap- 
plicants selected are then carefully 
trained and placed in positions most 

suited to their attainments. 

(Men who sell National Cash Registers 
are most carefully selected and no man 

no matter what his ability as a sales- 
man in other lines—is allowed to go 
before the public as a National Cash 
Register salesman without being very 
thoroughly trained in the manufacture 
and the methods of salesmanship pe- 
culiar to the utility which he expects 
to sell. 

i can hear a chorus of “But life in- 
surance is different.” 1 consider that 
answer a confession of incompetence. 
Life insurance salesmen are human and 
all humanity is amenable to certain 
laws, if we take the time and trouble 
to discover and use them. 

The life insurance companies have 
experts to pass on the class of risks 
which they will accept; they also have 
experts to draw up their policy con- 
tracts; and they have reduced that end 
of the business to a science. 

It is safe to say that few, if any, 
companies have a department in charge 
of men trained to scientifically select 
men to represent them in the field. A 
company is judged ‘by the men that rep- 
resent it—not by the policies it issues. 
It is most important that the proper 
class of men should represent a com- 
pany in the field. 

This never can be done until the 
companies realize that in order to build 
up a field staff which will be a credit 
to the great institution of life insurance 
they must employ as agency managers 
men whose interest it will be to in- 
struct and assist the agent and not to 
exploit him. 

A man having charge of the devel- 
opment of other men has a very great 
responsibility, and he must be of broad 
sympathies and understanding—a man 
who will inspire his staff with confi- 
dence in his fairness. 





W.D. Wyman, President 





Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. ; 
Inc, 1851 


New policies with modern provisions 
W.S. Weld, Supt. of Agencies 


Attractive literature 





NORTHWESTERN MUT. LEADERS 


Agents’ Association Meets at Mil- 
waukee—Millard W. Mack, of Cin- 
cinnati, Elected President 


At the annual meeting of the Asso- 
ciation of Agents of the Northwestern 
Mutual Life, held at Milwaukee, Millard 
W. Mack, of Cincinnati, was elected 
president; with Rudolph Recht, of New 
York, vice-president; and M. S. Ed- 
monds, of Racine, secretary and treas- 
urer. Addresses were made by leading 
officials and agents and the prize win- 
ners in the various classes were an- 
nounced, 

Dr. C. E. Albright, of Milwaukee, 
led in production with a total of $2,- 
294,500, which is more than double his 
production of last year, when he also 
was leader. H. L. French of Wausau 
wrote the largest number of lives, 198. 

Leaders in the various classes were 
as follows: Class A, Herman Duval, 
New York City, $986,500; Class B, E. B. 
Stinde, St. Louis, -$769,750; Class C, 
Herman Brandt, New York City, $627,- 
000; Class D, M. L. Woodward, Detroit, 
Mich., $550,500; Class BE, E. J. Kohn, 
Chicago, Ill, $520,000; Class F, H. R. 
Kaufman, Minneapolis, $517,000. 

The general agents’ association of 
the company also held its annual meet- 
ing and elected P. T. Throop of Nash- 
ville Tenn., president; Franklin Mann, 
of Omaha, vice-president; Millard W. 
Mack, of Cincinnati, secretary and 
treasurer. The district and _ special 
agents association elected H. C. Coffeen 
ot Chicago, president; A. C. Schauffler, 
of Kansas City, and H. L. French of 
Wausau, Wis., vice-presidents; and 
D. L. Hayne, of Chicago, secretary and 
treasurer. 


COMMISSIONER ENGLISH UPHELD 

The Iowa courts have upheld the re- 
‘usal of Insurance Commissioner Eng- 
lish to license life insurance agents re- 
siding outside of the State. An Omaha 
agent brought mandamus proceedings 
to compel the commissioner to license 
him in lowa, but this was opposed on 
the ground that the State has had an 
unsatisfactory experience in the past 
in getting service on outside agents in 
case of irregularities or evasion of the 
law. 








Build Your Own Business 


under our direct general agency contract 


Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 


JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 





HOME LIFE 


INSURANCE CO. 
(Now Purely Mutual) 
256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 





The fifty-seventh annual 
report shows insurance in 
force of $133,493,000, an 
increase during the year of 
$7,832,827. The Company 
paid the policyholders in 
1916 $3,536,233, of which 
$628,406 was in dividends 
or premium refund. Its in- 
surance reserve fund was 
increased by $1,300,000 and 
the Assets are now $32- 
821,462. 





For Agency apply to 
GEORGE WwW. MURRAY, 
Supt. of Agts. 
i256 Broadway, New York, N. Y. 
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We want a GOOD PERSONAL PRODUCER and organizer 
for DESIRABLE TERRITORY in several states west of the 
Mississippi River. EXCELLENT CONTRACT. 


Northwestern National Life Insurance Company 
MINNEAPOLIS, MINNESOTA, 

is a LEADING LOW NET COST, annual dividend, MUTUAL, 

OLD LINE company. Record for 1916—increase in insurance 

in force, 20%; in paid-for business, 51%; in assets, 15%; in 

amount apportioned for 1917 dividends, 71%. 
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War’s Optimistic Side 
WILL STOP EXTRAVAGANCE AND 
DRINKING OF SPIRITS 


Equitable Life of Iowa, Sees Savings 
Diverted From Luxuries to 
Economic Needs 


So much has been printed about the 
pessimistic side of the war that the sub- 
joined observations other 
side of the war picture, printed in the 
“Equiowa,” will be found of considerable 


showing the 


interest. 

There is another advantage and this 
affects the individual solicitor and gen- 
eral agent. The present is an era of 
censervation; of increased efficiency; 
of elimination of waste. It is a time 
when a man, in order to catch the pre- 
vailing spirit, must analyze self, and 
pick out “weeds” which prevent effi- 
ecient service. We are told that the 
Standard Oil is paying dividends to-day, 
and has been for several years, from 
things which were thrown away and 
wasted fifteen years ago. If the in- 
dividual, through this war, could get a 
better idea of self, eliminating the 
characteristics which retard progress 
and hinder success and marshall for 
nore effective work, latent powers 
possessed; think what this would mean 
for increased production. 

Less Extravagance 

Another advantage which this war 
will mean to the salesman is that of 
an elimination of extravazances. The 
probable eradication of the liquor 
traffic, with its enormous cost to the 
individual and family. We do not know 
how true the figures are, but we have 
seen it stated that annual expenditures 
for luxuries are as follows: 


Alcoholic drinks ....$1,750,000,000 
MP Oe ee EEE 500,000,000 
Moving pictures ..... 450,000,000 
Candy and chewing 

Pn Ssabssnbaavaae 500,000,000 
DOWUEEY  wsaadcaeeess» 300,000,000 
Annual expenditure 

for automobiles and 

maintenance is ap- 

DTOKIMAtely ....ces 1,250,000,000 


We believe many of these items will 
be materially reduced and the savings 
will be available for things more in 
conformity with national economic 
needs and requirements. One thing 
is sure, no business will survive this 
war, no matter what the conditions 
inay be, in a more substantial and 
permanent manner than life insurance. 
The man in the field cannot afford to 
“turn from the plow,” because if life 
msurance should suffer, which we firm- 
ly believe it will not, there will be 
slight hope for other branches of busi- 
ness. 

Safe Contract the Essential Perquisite 

A policyholder wants a safe contract 
and he would not care for one about 
which there was the remotest element 
of question should it become a claim 
upon the company. We believe he is 
more interested in this than in the 
question of a war clause, which may 
not be applicable in the practical work- 
ing of his policy. We believe that it 
would be decidedly advantageous to 
the man with the rate book were he 
to look at the war clause with a feel- 
ing that it is necessary. It would then 
cease to be a “bug-a-boo” to him. 

We frankly admit that we are in a 
period where conditions have changed, 
but we believe that there is plenty of 
husiness to be written by the man who 
is resourceful, who has initiative, who 
is alert to mold himself to new condi- 
tions. Merchants, during the past ten 
years, owing to innovations or new in- 
ventions, which have been brought 
about, have been compelled to entirely 
reconstruct their methods of doing busi- 
ress: Those most willing and capable 
of doing this, have experienced the 
Ereatest success. 


Officers of North American Union, 
Chicago, Pay $228,000 for Merger— 
Receiver Appointed 





The recent merger of the North 
American Union, of Chicago, with the 
Fraternal Aid Union of Kansas, dis- 
closed that a commision of $228,000 
had been paid by the officers of the 
Chicago order for bringing it about. 
The fMllinois Insurance Department 
secured the appointment of a receiver, 
and in course of the investigation it 
was disclosed that the manager of the 
North American Union, who had been 
receiving a salary of $10,000 annually, 
had paid each one of the officers sev- 
eral thousand dollars to allow the deal 
to take place. Of course, the outside 
members of the order were ignorant 
of this transaction. 

Insurance legislation seldom involves 
the conduct of fraternal orders. There 
are always enough lezislators who are 
members of the fraternal concerns to 
keep them immune from too exacting 
iaws, A recent canvass of the Illinois 
legislature showed that ninety-five per 
cent. of its members belonged to one 
single order. Politicians make it a 
point to join all the societies possible 
in order to increase their prestige. 
fraternals are exempt from the taxes 
‘mposed on regular insurance compan- 
ies, and manage to use their influence 
with legislators to keep from under the 
laws that regulate other insurance 
methods. This modus operandi has 
been going on so long that the lodges 
‘hemselves now find they have no de- 
fense azainst the treachery of their 
own officials. 


PERMANENT BUSINESS 

The agent who builds up a big per- 
manent business is usually the fellow 
who stands out from among the large 
number of life insurance agents. Peo- 
ple remember him and when he makes 
his second or third call he doesn’t have 
to introduce himself again. Policy- 
holders refer to him by his individual 
characteristics and give him more ad- 
vertising than any newspaper could do. 

Make use of whatever capital the 
Creator gave you, develop it and make 
it your foundation.—Northwestern Mu- 
tual Life’s “Field Notes.” 


The Old Colony Life of Chicago has 
heen licensed in Montana and is now 
operating in eleven States. 


Third Vice-Pres. Ayres 
CELEBRATES 25th ANNIVERSARY 


Vice-President Fiske Pays Strong 
Tribute to His Ability—Gets Loving 
Cup From Officers 


A dinner was tendered to Third Vice- 
President Francis Oliver Ayres of the 
Metropolitan Life by his brothers of 
the Round Table, commemorating his 
twenty-fifth anniversary in the service 
of the Company, on the 
June 27th. Vice-President Ayres has a 
wide acquaintance among the field 
force, being particularly active in the 
organization of the intermediate writ- 
ing department, and _ the ordinary 
branch of the Company’s business. 


evening of 


Tribute From Vice-President Fiske 
Vice-President 
cers’ dinner, 


Fiske, at the offi- 
spoke at considerable 
iength of Mr. Ayres’ service with the 
company. He said in part: 
“Entering the Metropolitan on June 
27, 1892, Mr. Ayres started in by learn- 
ing the routine of the industrial busi- 
ness under the tutelage of Secretary 
Roberts in the audit division, After 
serving as head of the claim division, 
he became connected with the agency 
division, and in 1897 was made super- 
intendent of agencies, and later in the 
same year became the head of the in- 
termediate branch. Mr. Ayres had en- 
tered on the work of education among 
the field force with his characteristic 
energy. When he began there were 
about three millions of intermediate in 
force; in five years it jumped to sixty 
millions, more than doubled again in 
the next five years, and now has over 
four hundred millions, He had traveled 
the entire country, visiting the agen- 
cies, and, with untiring zeal, inspired 
the men with the new proposition. He 


took charge of the ordinary in 1901 
(two years later being made fourth 
vice-president) when it had about one 


hundred and sixty millions in force. It 
more than doubled in five years, and 
nearly doubled the next five years, and 
now has over a billion and for 
the Company has annually reached the 
limit. This was the result of hard and 
skilful field work. It meant taking in- 
dustrial men and teaching them to be 
ordinary agents. No other company 
has ever done this. Mr. Ayres has the 
faculty of getting close to the agents 
and looking at the business from their 
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the agents.” 
Able Legislative Service 

Vice-President Fiske spoke of the 
legislative fights in Massachusetts and 
Tennessee against child insurance. In 
Tennessee the burden of defense on 
behalf of the Company had devolved 
upon Mr. Ayres, who had devoted him- 
self with unflagging ardor and with 
ultimate success. In Massachusetts the 
same fight had been going on at the 
Same time; the fight there having de 
volved upon himself, he was unable to 
assist Mr, Ayres; but, separated as 
they were by a thousand miles, they 
had succeeded in overthrowing the 
hostile attacks. These fights threat 
ened the very existence of industrial 
insurance. The fate of the Metropoli- 
tan had hung in the balance, and Mr. 
Fiske extended the proper credit to 
Mr. Ayres for the great work he had 
done in overcoming the attacks 

Untiring Field Work 

In his work in the field Mr. Ayres had 
literally overtaxed his strength. He 
never knew what it was to be tired. 
He was constantly appearing before 
gatherings of agents, explaining and in- 
spiring the men to greater efforts. Mr. 
Fiske remembered very well when he 
had laid down the standard as $1,000 
a month—then a high figure; and how 
later Mr. Ayres had pushed him into 
making it $1,509, while now it is $2,600 
Mr. Fiske painted an inspiring picture 
of the great campaign involved in de 
veloping an industrial agent into a 
writer of ordinary insurance—a cam 
paign that had been so successful that 
now the Company is the marvel of the 
world for its ordinary writings Mr. 
Fiske touched on Mr. Ayres’ personal 
characteristics—his education, his 
knowledge of the law, his New England 
reserve, his reticence, his modesty, his 
quiet, self-contained poise, and his un- 
ceasing energy. He also spoke of his 
charming married life, paying high 
tribute to Mrs. Ayres as a wife and 
mother of beautiful children, and spoke 
most feelingly of the great service 
which Mr. Ayres had rendered to the 
Company, and of his own deep personal 
attachment to him, arising in part from 
an unfailing loyalty under all circum 
stances. In closing, he handed to Mr 
Ayres a loving cup which the officers 
were presenting to him as a souvenir 
of the anniversary gathering. It was a 
beautiful cup of sterling silver of un 
usual design, richly ornamented and 
engraved with a picture of the tower, 
and bore this inscription: 


“Presented to 
Francis Oliver Ayres, 
Third Vice-President, 

by his brothers of the ‘Round Table’ 
in commemoration of Twenty-five years 
of Service with the Metropolitan Life 
Insurance Company, and as a token of 
their admiration for him as an Officer, 
and of their affection for him as a man 

1892—June 27th—1917.” 
Directors’ Resolution 

Vice-President Fiske then 
following resolution, which had been 
passed by the directors the previous 
day when they learned that Mr. Ayres 
was completing twenty-five years ol 
service: 

“Resolved, that the board of directors 
extends to Third Vice-President Ayres 
its congratulations upon his annivers- 
ary, and its recognition of the splendid 
work he has done for the Company.” 


read the 


DOUBLE INDEMNITY IN ILLINOIS 

The Illinois Legislature has enacted 
a law which permits double indemnity 
in life insurance policies in that State. 
The measure also provides that life 
insurance companies may issue pol- 
icies in the States which contain a 
total and permanent disability clause. 
This has been done for many years, 
under a ruling of the Insurance De- 
partment, and the new act simply con- 
firms this ruling as now fixed by the 
statutes. 
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New England Mutual 


Reviews Half-Year 


COMPANY ESTABLISHES SPLEN- 
DID RECORD 


Rolls Up New Business Paid-for to 
June 30th Exceeding Total 
Production in 1915 


Discussing the splendid achievement 
of the New England Mutual Life and 
iis agency force during the first six 
months of 1917 the “Pilot,” the agency 
paper of that Company, says: ‘ 

The extraordinary record of life in- 
surance generally, during these first 
six months of 1917, is doubtless a re- 
flection of the abnormal times in which 
we have been living. 

But after all due allowance is made 
tor this, the fact remains that so far 
as the New England Mutual is con- 
cerned, our field forces have risen to 
the occasion with power and striking 
effect. As one man, they have worked 
iogether to create a splendid volume 
of business. The record of these 
months, therefore, is one of which our 
whole family may properly make a 
careful review. 

In the first place, it is highly signifi- 
cant that the new insurance paid-for 
during each single month of this year 
has surpassed the corresponding month 
o* every other year in our history. This 
of itself is a remarkable achievement. 
April was the largest of all months up 
to that date. May nearly equalled It. 
And now June has passed into our his- 
tory—the month that swept aside all 
records! 

The new business paid-for up to the 
end of June actually exceeded the total 
amount for the ‘whole year 1915. 

The War and the Company 

The exceptional increase in the busi- 
ness this year has been both because 
of the war and also in spite of it. A 
Jarge proportion of our new members 
are connected, or will be, with the 
military forces of the country, But 
thousands are not in this class, and 
nave defied the business disturbances 
and adjustments that war is certain to 
cause, in order to protect their families 
and estates against an increased hazard 
that the whole country has now to 
face. 

But with regard to the first class— 
we have accepted soldier risks liberally. 
It will be recognized in the days to 
come that this Company “did its bit” 
in generous measure, 

And ‘why should not the same policy 
of administration during the nation’s 
previous wars be followed to-day? Why 
hould not the same breadth and the 
same patriotism of the Mexican, the 
Civil and the Spanish wars prevail 
io-day? A public-spirited institution of 
the city of Faneuil Hall and Bunker 
Hill could do no less! ° 

Permits and Clauses 

On April 6, the day Congress declared 
that a state of war existed with CGer- 
many, the Company announced a gen- 
eral permit to all our then policyhold- 
ers to enter the military or naval serv- 
ice of the United States without re- 
striction and without extra premium. 
Our one-year war clause policy was al- 
lowed to remain available for new ap- 
Dlicants until June 2. Since that date 
a five-year clause, the uniform confer- 
ence clause, as it is called, has been 
included in all contracts. This _per- 
mits the Company to charge from year 
tc year such extra premium as the 
‘hanging conditions of military service 
require for the protection of its mem- 
bership against a risk not covered by 
the regular rates. 

This liberality to both old and new 
policyholders has brought the Company 
cordial approbation from the insuring 
public, and of course has in no wise 
affected the firm foundations of its 
business. 

Changing Conditions 

Beyond all doubt the war will make 

tremendous changes in the life of our 








country. These changes will affect 
business as much as they will affect 
politics and society. The entrance of 
the Government into controlling rela- 
tions with industry is charged with en- 
ormous possibilities. The cry, “Busi- 
ness as usual during the war” is a half- 
truth. In most lines, especially in the 
so-called “basic industries,” of which 
insurance is one—business will be most 
unusual, both in volume, method, and, 
in some cases, even in price regula- 
tions. 

Throughout the world, the war is 
causing tremendous destruction, but is 
aiso bringing a change that is recon- 
struction, and this reconstruction will 
be of incalculable advantage. A new 
status has come to large business. War 
has done over night what we have been 
bickering about for years. The magic 
words, “military necessity,” have 
brushed away in a moment contentions 
that had grown as hard and as big as 
mountains. War just now is the world’s 
great hastener. It forces a regime that 
is accepted by all—not on principle, 
put to meet emergencies and to conquer 
obstacles. 

Opportunities Through War 

Every insurance man should realize, 
more even than men in most lines of 
vork, that to-day individual initiative is 
wider than ever! Skill and invention 
will have their rich reward. Superior 
talent and conscientious work will earu 
larger returns. The finest things in a 
business life—its abiding satisfactions 

will remain what they are, but with 
increased scope. ‘To originate, to plan 
largely, to get great things done—these 
are the joys of our world and of .the 
business world generally. They remain 
as engaging and as powerful as ever, 
With the distinct advantage that they 
can be carried through on a _ broader 
field and with a greater usefulness. 

This year life insurance comes into 
its own, so far as universal, unquestion- 
ing recognition by the people is con- 
cerned. 

Comparative Semi-Annual Summary 

The following figures of our business 
during the first half-year form a group 
quite beyond comparison with any that 
the Company has had: 

New Insurance Paid-for 
6 Months’ 


[ Increase. 
| ee $19,845,493 $2,211,917 
ee 23,273,835 3,428,342 
SEs xcavisioaen 35,633,182 12,359,347 


Insurance in Force 
6 Months’ 


Increase. 
$301,947,402 $11,214,956 
324,676,308 13,976,337 
365,218,558 27,813,854 





Security Mutual Life Insurance Company 


Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 








A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 
ests of all members. 


THE PENN MUTUAL 
Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 








Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 


OP wre 0 











State Mutual Life Assurance Co. 


OF WORCESTER, MASSACHUSETTS 
Incorporated 1844 


The Company that gives complete satisfaction to policyholders and 
agents because both are a part of it. 

SEVENTY-THREE YEARS of faithfulness to every promise made. 

Success for our ambitious representatives is a certainty. 


; Additions are made to our agency force when the right men are found 


B. H. WRIGHT, President D. W. CARTER, Secretary 
STEPHEN IRELAND, Inspector of Agencies 
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Fifty years of success 


The Strength of the Company —the 
growth of a half century—towering back 
of every policy contract, assures the largest 
possible measure of security, service, and 
saving to the insured. 


The wisdom of the founders in restricting the 
Company’s investments to farm loans, has throughout 
the years afforded the largest degree of safety, to- 
gether with the greatest earning power on its invested 
funds. It has in addition served the Nation, and 
the wide world in these troublous times, by its signal 
aid in the development of the Country’s Agricultural 
Resources. 


The manifold service of the past half century may 
safely be accepted as a criterion of larger service 
in store for its policy-holders and their beneficiaries. 


For Information address Allan Waters, Second Vice-Pres. 


The Union Central Life Insurance Company 
Jesse R, Clark, President Cincinnati 
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Official’s Experience 
With Country Agent 


R. W. STEVENS TRIES TO BUY 
INSURANCE 


Rate Book Man Proved Bureau of 
Misinformation and Careless 
Handler of Truth 


interesting agency 
insurance business 


One of the most 
officials in the life 
is Vice-President R. W. Stevens of the 
Illinois Life. He is ever trying to learn 
something and finds what he is 
after just where he happens to be. 
The current issue of the Illinois Life 
“Bulletin” contains the following, relat- 
ing a vacation experience of Mr. Stev- 


new 


ens: 
The first two weeks of this month 
were spent by me in the Wisconsin 


woods where I made a business of rest- 
One 
of my principal recreations was to walk 
to the nearest town five miles 
distant and, since I usually waited with 
the population to see the train come in, 
my periods in town varied from fifteen 
minutes to two hours. 

On one of the occasions when the 
train was very late | located, after due 


ing and enjoying life out of doors. 


about 


inquiry and search, a man who was 
said to be a life insurance agent. When 
he was pointed out I recognized him 


as one of the regular committee of 
train-welcomers, as well as a member 
of the whittling brigade. 

Agent Was a Whittler 

f was slow to disturb him at his 
thoughtful occupation of whittling a 
piece of lath, but finally approached 
him and inquired if he wrote life insur- 
ance. The mention of life insurance 
seemed to shock him but he made a 
fairly quick recovery and said, “Yes, 
sometimes.” I told him that I was 
from Chicago, with nothing to do but 
rest, had never carried any life insur- 
ance but was inclined to think that it 
might be a good thing, and was willing 
to listen without interruption to all the 
arguments he had to make as to why 
1 should insure. 

He asked my age and, without re- 
marking that I looked younger, began 
going through such contortions that I 
was fearful that a tarantula had crawled 
up his trouser leg, but in a period of 
calm he explained that he did not have 
his ratebook and requested me to ac- 
company him up the street to his office. 


The ratebook was finally located and 
turning to my age he gave me a very 
searching look and inquired how much 
was | thinking of taking. I explained 
that 1 was thinking of taking all he 
could persuade me to buy; but until he 
did persuade me to buy, I was not think- 
ing of taking any. He then wanted to 
know how much I could afford to lay by 
each year for insurance. I told him as 
much as he could induce me to spend. 
His next question was if I had any par- 
ticular form of policy in mind. I told 
him I knew nothing about the various 
policies and would rely upon his judg- 
ment. 

Knocks Other Companies 

After a brief reflection he apparently 
decided that an ordinary life policy 
would best suit my needs, therefore, 
after quoting the rate per thousand he 
explained about the dividend at the end 
of the first year which I could take 
without regard as to the payment of 
ihe second annual premium; he pointed 
out the second-year loan value; told 
me about cash values; paid up insur- 
ence and extended insurance; gave a 
very expansive estimate as to the net 
cost of the insurance over a period of 
twenty years; and after awing me with 
his own estimated net cost, which was 
80 low that he should have blushed, he 











44 MILLIONS from 42 AGENCIES 








THE 1916 RECORD OF OUR EARNEST, 
LOYAL AND HAPPY AGENCY FDRCE 





New England Mutual Life 


Insurance Company 
BOSTON, MASS. 

















compared it with the net cost of some 
six or eight other leading companies. 

He surely had a fund of misinforma- 
tion about other companies, and I was 
amazed and horrified to learn that of 
all the companies mentioned his was 
the only one officered by men fit to 
hold their jobs. Several times 1 was 
on the point of inquiring why—knowing, 
as he did, the vital weaknesses of so 
smany of the companies—he did not visit 
their home offices and either through an 
uprising of the policyholders, or by ham- 
mering some sense into a board of di- 
rectors, place himself at the head of 
their affairs in order that further grave 
wrong and injustice might not be per- 
petrated upon an innocent and trusting 
public. 

After he had exhausted the subject of 
other companies, and convinced me that 
he represented the only one that was 
any good, he gave me a most ingratiat- 
ing smile, spread out his application 
blank and said, “iNow, how much shall 
I write for you?” 

Failed to Create Desire 

“Mr. Agent,” I said, “I told you frank- 
ly at the beginning of this interview 
that I carried no life insurance, but was 
somewhat inclined to think it would be 
well for me to do so, and I have given 
you the opportunity of convincing me 
that I should carry it. You have not 
advanced one single argument for life 
insurance. If I had made up my mind 
that I wanted a certain amount of life 
insurance and was shopping around to 
find what was represented to be the 
best bargain, or if I were looking for 
the best liar in the business, you cer- 
tainly would be entitled to my appli- 
cation; but on the basis of creating a 
desire in my mind for life insurance you 
have completely failed. The train is 
about due and I must leave you.” 

He accompanied me to the station, in 
fact during the remainder of my stay 
in town he was my unshakable com- 
panion, and made a strenuous effort 
to secure my permission for an inter- 
view with one of his company’s special 
agents for whom he was anxious to 
send. 

It certainly is a shame the way some 
agency managers do interrupt the peace- 
ful, aimless, effortless lives of train- 
welcomers and town-whittlers by edu- 
ating them to sell life insurance. 


Missouri State Life 
Special War Bulletin 


ISSUES NEW INSTRUCTIONS TO 
AGENTS 


$5,000 Total Amount to be Issued on 
Any One Risk Entering War 
Service 


The Missouri State Life has issued a 
special war bulletin revising the Com- 
pany’s action in 
risks, effective July 25th, 
from their 


with 
The changes 
original program will be 
found in the following, printed in black 
face type: 


connection war 


Limitation as to Amount of Insurance 

The rules of the Company as to in 
surance slimitations set forth on page 
9 of the are suspended for 
the present so far as they are in con- 
flict with the following rule, which is 
to be substituted: 

The largest policy that the Company 
will write on a life not over 30 years 
of age, on June 5, 1917, registration 
day, and under which provision will 
be made for removal of the restriction 
relating to war service, will be $5,000. 
This amount is to include insurance 
heretofore issued. 

Policies for larger amounts will be 
issued but the war rider will be amend- 
ed to read as follows: 

“The removal of the aforesaid re- 
strictions shall not under any condi- 
tions apply to more than $....... of 
the amount of insurance provided by 
this policy.” 

This will enable agents to satisfy all 
reasonable demands likely to arise un- 
der normal peace conditions, and at 
the same time protect the Company 
from speculative war risks. 


If the holder of a policy, containing 
the rider amended as here explained, 
is called upon for war service, he will 
have the satisfaction of knowing that 
should he find himself in an uninsur- 
able condition after peace is declared, 
his foresight has placed him in a posi- 
tion to maintain a more adequate 


rate-book 








The Nation Needs Its Business 


Not less patriotic than those who serve the Nation in organizations directly con- 
nected with the war, are those who keep the wheels of 
Their work contributes to the country’s moral poise, and, as well, keeps sound the 
financial foundation on which our great part in the war must rest. 
one of the great conservators of national resources, : ¢ : 
myriad homes of the people and the businesses which furnish their maintenance. Life 
insurance has therefore a great opportunity and a great duty in this time of crisis. 


Occasionally we have a General Agency opening 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
Springfield, Massachusetts 
Incorporated 1851 


business steadily turning. 


Life insurance is 


through its protection of the 








amount of insurance than the $5,000 
maximum war insurance permitted by 
our rules. This risk of uninsurability 
after the war is assumed by the Com- 
pany without extra charge. 

If the applicant already has insurance 
with the Company amounting to less 
than $5,000 and the total insurance in- 
cluding the new application will amount 
to more than $5,000, the following re- 
quest should be written in the applica- 
tion in the space provided for special 
requests: 

“Liability in case of military or naval 
Service in time of war is to be limited 
to a total of $5,000.” 

If the applicant already has $5,000 or 
more of unrestricted insurance in force 
with the Company, the war rider at- 
tached to any new policy will be 
amended s0 as to contain no provision 
whatever for waiver of the war restric- 
tions, and the special request in the 
application should read: 

“Liability in case of military or naval 
service is not to be assumed.” 

Regardless of this age limit, where 
it is known that an applicant is already 
engaged or contemplates engaging in 
any service for which an extra premium 
may be charged in accordance with 
these rules, a policy of insurance which 
will make the total amount subject to 
the war hazard greater than $5,000 will 
not be issued. Any excess of insurance 
over $5,000 in such cases will be issued 
subject to war rider amended and 
limited as above explained. 


Double Indemnity Benefit 
On all policies hereafter issued this 
benefit will be declared null and void 
in event of military or naval service. 
Aviation Service 
Persons who are at present engaged 
in aviation service or who contemplate 
entering such service will not be ac- 
cepted on any conditions whatever. 
National Guard 
Members of the National Guard will 
be written as heretofore at standard 
rates, subject to the restrictions and 
lim‘tations above set forth 
Regular Army and Navy Service 
Officers and cnlisted men of the Army 
and Navy will be written at the table 
ratings applicable to times of peace as 
set forth in the rate - book, but subject 
to the war restrictions and limitations 
above set forth. 
Restricted Plans of Insurance 
Applicants who come within any of 
the restricted classes here referred to 
will not bé accepted on term, return 
premium, guaranteed paid-up additions, 
continuous monthly income or joint life 
policies, nor will the term insurance 
dividend addition option be granted in 
such cases, 
Old Business 
All persons who now hold policies 
which contain restrictions as to mili- 
tary and naval service can, by making 
written application to the Company, 
have such restrictions removed so far 
as they relate to military service not 
involving aeronautics within the con- 
tinental I'mits of the United States 
The term “Continental limits of the 
United States,” includes the States of 
the United States, the District of Col- 
umbia, Alaska, Panama Canal Zone, 
and the insular possessions of the United 
States, excluding the Philippine Islands. 
Medical and Red Cross Service 
The rules here set forth will apply 
in every particular to applicants en- 
gaged in medical or Red Cross work. 
Commissions 
No commissions will be paid on any 
extra premiums charged for war haz 
ards. 


NEW DEPUTY SUPERINTENDENT 
Charles C. Wright has been chosen 
to fill the office of Deputy Superintend- 
ent of Insurance of the District of Col- 
umbia by the District Commissioner. 
Mr. Wright will take the place of W. 8S. 
Hall, who resigned recently to take a 
nosition as auditor of the Peoples Life 
Insurance Company, Chicago. 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 








Although the editor of the 

The Illinois Illinois Life “Bulletin” 

Life doesn’t quote us half so 
“Bulletin” much as we do him and 
frequently gives to other 
papers credit for news stories which 
first saw the light of day in the columns 
of The Eastern Underwriter, we take 
off our hats to him as one of the most 
affective compilers of sales talks in this 
country. He has a gift of felicitous 
expression which can convey to an 
agent, sometimes in a _ nutshell, a 
powerful sermon’ in salesmanship. 
Moreover, he can do this without ap- 
pearing in the guise of a preacher, a 
iecturer, or a cock-sure man, thus never 
patronizing his large audience. Fur- 
thermore he is original, avoiding the 
ceadly sin of being obvious, 

The inspiration for these reflections 
is a current issue of the Illinois Life 
“Bulletin” in which he finds a moral in 
the .game of ;solf, something often 
attempted, although not always with 
success. Having gone this far it is up 
to us to reprint the little talk which the 
Illinois Life editor based upon golf; so 
here it is: 

“Never up, never in” is a golf term 
used to emphasize the simple fact that, 
no matter how straight your shot may 
be you can’t expect to “sink, your putt” 
unless your ball covers the entire dis- 
tance to the hole. 

So it is in life insurance salesman- 
ship. “Never see, never sign.” In other 
words, you can’t sell policies unless you 
see people. You may have an attractive 
personality; you may be endowed with 
a remarkable vocabulary and with great 
power of persuasion; you may know 
life insurance from the ground up—but 
you won't be able to sell it unless you 
talk to people. Unfortunately the pub- 
lic has never evidenced a strong enough 
desire for life insurance to come to the 
counter to buy it, as it does food, cloth- 
ing and other necessities. Life insur- 
ance is fundamentally an unselfish prop- 
esition. A man buys it primarily for 
the protection of his dependents. ‘He 
may realize the pressing need for the 
protection and at the same time 
hesitate to purchase it. because to do 
sO may mean a curtailment of some of 
his already too few pleasures. For this 
reason the desire must be created by 
the life salesman. This desire cannot 
be successfully created by letter, by ad- 
vertisement, or by any manner other 
than by word of mouth. The problem 
of success in selling life insurance, 
therefore, ‘resolves itself into one of 
seeing people. You can’t sign ’em un- 
less you see 'em. 

+ na + 
An editorial in a recent is- 

He Left sue of the Grand Rapids, 

No Life Mich., “Press,” gave ex- 
Insurance pression to the following 

views concerning life insur- 
ance, 

“Life insurance day had the merit 
of projecting upon the public attention 
ai business great in both aim and sub- 
“tance, but which unfortunately for it- 
self and the public lacks all the at- 


tributes of sensationalism. ‘Thrift and 
persistence, the virtues which it calls 
out in human beings, are always at a 
premium. Health seems unimportant 
until it is threatened, and death a 
total stranger until he knocks at your 
door. . 

“To look squarely at life and death, 
take stock of one’s chances, expecta- 
tions and resources and weigh the re- 
sponsibilities of one’s position as to 
the custodian of dependents and their 
prospects—these are not pleasant tasks. 
Ly preference a man will dodge them 
intil either the persistence of an agent 
or a horrible example of an insurance- 
less friend’s demise overcomes the ten- 
dency to take the ‘easier way.’ This 
accounts for the paradox that life in- 
surance which everyone ought to carry 
in amount consonant with income and 
responsibility, is about the hardest 
thing to sell in the category of sales- 
nanship. 

“Most of us consider the life insur- 
ance salesman an undesirable caller, 
Hut that is because he is our own fault. 
In an ideal world, where everyone in- 
sisted upon being solvent, strong and 
thoughtful, he would be unnecessary, 
because all who needed insurance would 
march up to the counter and sign 
blanks, buying insurance as the present 
veneration buys clothes or groceries. 
But ours is a world, alas, where consid- 
erable wrestling of the soul is required 
before a man will practice the supreme 
unselfishness of surrendering cash in 
hand for cash some years distant, per- 
saps after death, in order that others 
may benefit. 

“Every right-minded man thinks he 
should do something of the sort some- 
time or other, but the agent who sug- 
yests it be done right now this minute, 
without delay, and says, ‘Sign here, 
please,’ rouses resentment. One rea- 
“on for this prejudice may be that the 
prospect knows at heart he ought to do 
as directed. In reality the agent per- 
forms a friendly act because every per- 
son who voices the call of duty Over 
rleasure is at bottom the friend of 
one’s better nature.” 

+ * * 
“You go and see Doc Fitz- 

Seeing gerald,” said Maloney. 

Doc “Who's Doc Fitzgeraid?” 

Fitzgerald said I. We were at lunch 

in the Union Club. Some 

one had introduced the subject of “Suc- 
cess in Business.’” 

I had said, “Successful men are born, 
not made.” 

Doc Fitzgerald is a sure 
person, a Scotchman and a_phreno- 
logist. He spends his time examining 
the craniums of persons who are not 
quite clear in their minds or alto- 
gether sure what the Lord intended 
them to work at. He also examines 
the head pieces of applicants for jobs, 
these latter at the _ instigation of 
employers, who know that a number 
of Chicago’s successful business men 
employ Fitz by the year for just 
this purpose. If you apply for a job 
us a salesman they say to you, “Go 


enough 





J. C. Humes 
President 


Home Office: 








A Legal Reserve Company 
Are You a Big Producer? Can You Prove It? 
ONE GENERAL AGENT WANTED IN INDIANA 


Fletcher Trust Bldg., 


Indianapolis, Ind. 








THE MOST VALUABLE POLICY FOR YOU, 
Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 








INSURANCE COM 


WILLIAM N. COMPTON, Generul Agent 
METROPOLITAN DISTRICT, ST. PAUL BLDG., 220 BROADWAY, NEW YORK, N. Y. 








OLDEST, 
Southern Life 





Payments to Policyholders since Organization 5 
Is Paying its Policyholders OVeTr.........-+e-0.eeeeeceresecees ieesenveas $1,300,000.00 annually 


GOOD TERRITORY FOR LIVE AGENTS 


ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


LARGEST STRONGEST 
Insurance 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1916: 


Company 


ASCE ccccccccoceccccccoscescese istedibeiababbornbidehskinenssseetetettermeeeiin + $14,464,552.23 
LAGDIIGIOD cccccccsscccesesce ercccccccceee Pksdeds d0Ces tesRORDOCKENSOORE cvccecceoce +  12,436,717.56 
Capital and Surplus.........sssesees pétibasineesedtaareseeensaendes rere Seeccee «  2,027,834.67 
Insurance in Force ....s.ssereee idiMiciaete a eKHeCt Meret beoreRNNNNNteS eeeee 118,349,212.00 





and see Fitzgerald,” and if this canny 
Scotch doctor can’t find a real busi- 
aess bump on your head you are told 
how to develop one and placed on 
the firm’s waiting list till you do. 

But to resume. I called on the 
doctor, at his request, and gently 
passed him ten dollars to start things 
with (for as I say he is a Scotchman) 
and after he had solemnly measured 
iy head with what looked like a 
pair of miniature ice tongs, he told 
me many things worth many dollars 
but the piece de resistance, the Real 
Sermon, the thing I got my big dividend 
on was all about money. 

“See here, son,” he remarked, “When 
you look at a dollar what do you see:— 
a dollar or a dollar’s worth? Do you 
see one hundred cents or a handful of 
cigars or a theater ticket or something 
else that you can immediately swap 
that dollar for?” 

“Do you know,” he went on, “that 
the man who accumulates wealth is 
the man who sees the dollar and the 
chap who ends up ‘broke’ is the one 
who in looking at his dollars simply 
sees what they will buy.” 

Pretty sound piece of philosophy, 
boys:—pretty sound and since the 
Doc put it up to me I’ve looked more 
at the dollar and not so much at the 
store windows. 

Oh yes, he told me a lot more good 
things but I’ve actually saved money 
on that dollar stuff. 

‘The Eastern Underwriter is indebted 
to the publicity department of the 
Aetna Life for the foregoing account 
of a visit to Doc Fitzgerald. 


HAS MORE THAN $5,000,000 

The Farmers’ National Life now has 
more than $5,000,000 of life insurance 
in force; and it is a most desirable 
class of business. John 'M. Stahl, presi- 
dent of this company, is making an un- 
usually good record. For years he was 
one of the leading editors of farm 
journals, and he is a skilled observer 
of conditions, events and men. 








Perfect Protection Policy 


OF THE 
RELIANCE LIFE 


gives you something absolutely new 
and different to talk to your pros- 
pects. Gives you a chance to earn 
more money than you are now 
making. 

Our Life Insurance Contracts con- 
tain the most to date clauses 
known to the Insurance World. 
The Accident and Health gives full 
protection for at least a third less 
cost than regular casualty com- 
panies. Our agency contracts are 
as liberal as can be made. 


WRITE AND WE WILL TELL 
YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company 
of Pittsburgh 
FARMERS BANK BUILDING 
PITTSBURGH, PENNSYLVANIA 

















Founded 1865 


The PROVIDENT 


Life and Trust Company 


OF PHILADELPHIA, PA. 


What do most men fear? 
An insufficient income for 
their wives and children 
if they die, and for their 
own old age if they live. 

WE WILL INSURE THE 

INCOME IN EITHER EVENT. 


Write for Information 














Increase 


40% 


for Fidelity field men. 
MORE Fidelity insurance. 


Write to-day— 


INCORPORATED 1878 





in Paid New Premiums—that 
tells the 1916 story of Fidelity progress. 


Direct leads and the Fidelity “Income for Life” plan are making money 
Any man who can sell life insurance can sell 


Fidelity Mutual Life 
INSURANCE COMPANY, PHILADELPHIA 


WALTER LE MAR TALBOT, President 
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The Disastrous Effect 
of Policy Lapsation 





AND IN- 
RATIO 


SPREADS DISCONTENT 
CREASES EXPENSE 


A Lapsed Policyholder is the Worst 
Advertisement An Agency Can 
Possibly Have 


There are three classes directly af- 
rected in an injurious way by a lapsed 
policy, the policyholders, the company 
and the field force, says “Life” the 
agency paper of Canada Life in a re- 
cent issue. 

Let us consider them individually 
and see just what result a policy that 
‘3 in force only one or two years and 
then lapses can have upon each. 

The Policyholder 

A man who allows his policy to lapse 
ig naturally in a discontented state of 
mind, either on account of the policy 
tot being suited to his needs, he hav- 
ing heard of a better one elsewhere, or 
at himself for not being able to pay 
his premium. This feeling is bound to 
make his view of life insurance an- 
tagonistic rather than receptive for 
the future. He will be chary of at- 
tempting the proposition again. He has 
failed once and lost the money he put 
into it without being able to see any 
return at all, whereas had he kept 
his initial policy in force he would 
have had all that standing to his credit 
instead of loss. Then there is the 
terrible chance that he takes of leaving 
his family unprotected should he die; 
this of course is the worst possible 
evil result from a lapsed policy and 
how often it actually happens can 
never be told. 


The Company 

The company that has a high lapse 
ratio is operating at an unnecessary 
igh expense rate. As you know, the 
first year’s premium on a policy does 
not pay at all for the expense in con- 
nection with writing the insurance, 
composed of commission, medical ex- 
amination, agency and head office 
clerical cost, reserve and other neces- 
sary incidentals. Consequently a_ pol- 
icy does not begin to “pay for its keep” 
so to speak, for quite a few years. 
Where thén can the money come from 
‘o pay for it but out of the profits made 
from and for the old policies? 

The new policy if kept in force will 
eventually pay back this debt and be- 
come a profit-bearing unit of the com- 
pany itself, whereas if it lapses it 
has been not only a non-profit bearing 
unit, but a direct loss to the company 
as well as to the other policies. All 
this increases the general insurance 
expense, which naturally acts in a re- 
flex manner on the profits earned by 
the company, a very important item in 
canvassing from the fieldman’s stand- 
point. 





The Field Force 

The difference between the agency 
with practically all its business renew- 
ing in force until maturity and the one 
with its policies lapsing after a few 
vears is exactly the same difference as 
between economical and extravagant 
living. One is a comfortable, happy 
life, and the other a hand-to-mouth 
»xistence. There is no greater draw- 
hack, snag or handicap in the advance 
or success of an agency than a heavy 
‘apse rate. As in all credit concerns, 
the agent and his staff are constantly 
cngrossed trying to get the business 
back upon the books when they could 
be utilizing this time in broadening 
their field instead of striving might and 
main to keep what should be theirs 
already. Aside from that view, com- 
pare the standing of an agent in a dis- 
trict where he has numerous policies in 
force to the agent in a district where 
he has insured many people who have 
later dropped their policies. The best 
advertisement the first man can have 
is his list of old and satisfied policy- 
holders: They are always approachable 





for “repeat orders” and ever ready to 
speak a good word for him when least 
expected. The second man is in the 
position almost of a creditor or tax 
collector. There is, and it cannot be 
helped, a certain feeling of constraint 
between them. If some of the policies 
Mave lapsed through dissatisfaction, 
fancied or otherwise, upon the part of 
the policyholders, it is the worst ad- 
vertisement the agent and the company 
can have. To continue business success- 
fully among associations where you 
have failed to keep former contracts in 
good standing is obviously very diffi- 
cult and as a rule not conducive of .re- 
muneration sufficient for the energy 
and time expended. 

It is a losing proposition all around, 
and the man who in the first place 
sells the right policy to the right man 
is certain to have his lapses down to a 
minimum. 

FIRST SEAMAN LOSS PAID 

The Federal Government has suffered 
its first loss under its new plan by 
which it insured the officers and men 
of merchant vessels in the Federal War 
itisk Insurance Bureau. It had a policy 
of $92,450 on the officers and sailors of 
the steamer “Kansan,” which was 
sunk by a submarine. Four men lost 
their lives, and their estates will re- 
cover $7,200. 
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THE 
METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


Of the People 
The Company By the People 
For the People 


The Daily Average of the Company's 
Business during 1916 was: 


701 per day in Number of Claims Paid. 


8,304 per day in Number of Policies 
Issued and Revived. 


$1,969,823 per day in New Insurance 
Issued, Revived and Increased. 

$376,827.40 per day in Payments to 
Policyholders and Addition to 
Reserve. 


$220,509.26 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 





WOODMEN’S WAR HAZARD 

The Modern Woodmen of America 
have recognized war hazards by decid- 
ing that for the present no new mem- 
bers between the ages of 18 and 31 
shall be given more than $1,000 of 
insurance, as against a previous limit 
cf $3,000. 


insurance scandals which came to light 
in 1905 and which led to the Armstrong 
Investigation deeply involved the con- 
duct of the Equitable. It was often 
said if it had not been for a dispute 
between the late E. H. Harriman and 
James Hazen Hyde, there would never 
have been the investigation which led 
to the remodeling of the insurance laws 
of New York and other States. Mr. 
Harriman, through Mr. Hyde, had been 
able to use much of the cash of the 
Equitable in his financial coups. It 
was shown at the investigation that the 
cquitable held millions of Mr. Harri- 
man’s securities at various. times. 


Mutualization of Equitable Life 
(Continued from page 2.) 


dent Grover Cleveland, Charles B. Alex- 
ander, Thomas DeWitt Cuyler of Phila- 
delphia, Chauncey M. Depew, Marcellus 
Hartley Dodge, Hornblower & Weeks, 
James H. Hyde, Samuel W. Lambert, - 
the MacLaren estate, Levi P. Morton, There came a break between Harriman 
Valentine P. Snyder, Thomas Spratt, and Hyde, whom the railroad - mag- 
Gage E. Tarbell, Spencer Trask estate, nate accused of “double-crossing him, 
George T. Wilson, and the Hurlbut When it was reported that Harriman 


estate. was trying to buy the stock and get 
° 7 . _ oO ‘ern’s res ‘ces. Mr 
Histor control of the concern’s resources, ; 
The Equitable ar Assurance §o Ryan, in 1905, bought the 502 shares of 
, 4 , , is ce , » al 


the Hyde family for $2,500,000 and 
placed it in the hands of trustees, 
Morgan Paid $3,000,000 
Then, in 1909, the late J. P. Morgan 
bought the stock, paying a price of 
about $3,000,000. Why he bought it 
never was made quite clear. Mr. Mor 


ciety, formed in 1859, has always occy- 
pied a unique position in that it is a 
mutual company with a capital stock. 
This was required by law when the 
Society was organized, the object being 
to protect the policyholders during the 
dangerous period of infancy, The life 





Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America” 
mean certain success for you. 


For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET. NEW YORK, N.Y. 














fan, when questioned by Samuel Unter- 
myer before the Pujo Committee, said 
that he bought it “because he thought 
it was the best thing to do.” He got 
more than the controlling stock, part 
of which came from Mr. Ryan, and, 
according to persons who ought to 
know, a part from the Harriman estate. 
It was never made a matter of record 
that Mr. Harriman got any stock from 
Mr. Ryan, although for a long time 
there was a bitter feud between them 
over the Equitable control. Mr. Ryan 
is known to have believed that Mr. 
Harriman wanted to control the Society 
because in the “good old days” of Wall 
Street the vast resources of the Equi 
table were well worth the management. 

When Mr. Morgan got the stock he 
at once acquiesced in mutualization 
plans and helped in the formation of a 
committee, The present J. P. Morgan 
inherited the stock from his father. 
When he sold it to the powder millTon- 
aire in 1915, no official reason was 
given for the transaction. It was re- 
marked at the time that General du 
Pont agreed to continue the trustee 
relationship looking to mutualization. 
One reason advanced unofficially was 
that the Morgan firm wished to have 
all the ready cash possible to swing 
the big war contract business it was 
doing for the Allies at that time. Mr. 
du Pont had made the arrangement for 
the building of the Equitable Office 
Building before he acquired the control 
of the Equitable Society. 

General du Pont 

General du Pont is a native of Ken- 
tucky and was graduated from the Mas- 
sachusetts Institute of Technology in 
1885. His family had begun the manu 
facture of powder in Delaware in 1880. 
Young du Pont devoted himself fo the 
mining business in Kentucky until 1900, 
when he became the controlling factor 
in the du Pont powder business. He 
extended the business to a vast scope 
and sold out to other members of the 
family just before his purchase of the 
Equitable control. He had $20,000,000 
available, and it was said by his friends 
that the purchase of the Equitable was 
more or less a matter of pride with 
him. In 1912 he had purchased the site 
of the old Equitable Building and start- 
ed the erection of the largest office 
building in the world. In 1914 General 
du Pont gave $2,000,000 to Delaware to 
build a highway from one end of the 
State to the other. He has given more 
than $1,000,000 to the Massachusetts 
Institute of Technology and large sums 
to the Y. M. C. A. In 1913 he was 
named an honorary vice-president of 
the International Peace Forum. 
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EQUITABLE MUTUALIZATION 

The plan to retire the stock of the 
[equitable Life Assurance Society and 
to remove the control for all time from 
stockholders to policyholders brings to 


a successful conclusion the efforts of 
President Wm. A. Day and his asso- 
ciates on the Mutualization Committee 


of the Society’s Board of Directors, who 
endeavoring for several 
a solution this diffi- 


been 
vears find 
cult problem. 

The charter requires the company to 
be operated on the mutual plan and it 
bas been so managed. Those who have 
controlled the stock the Arm- 
strong Investigation are said to have 
avoided the slightest act that would in- 
dicate any interference in the manage- 
ment of the Society or its finances. 
hey permitted the directors, the 
majority of whom were policyholders, 
to manage the company without dicta- 
tion of any kind. 

There are those who will ask, “Why 
not let well enough What is 
the use of the Society buying the stock 
when it is already satisfactorily con- 
ducted as a mutual company?” 

The answer should be plain to every- 
one. The “quitable is a permanent and 
perpetual organization. Like other 
great life insurance institutions, it may 
last as long as the Government itself. 
How do we know that the present satis- 
tactory conduct of the controlling stock. 
holders will continue throughout the 
future? Tuat the assets will not be im- 
properly handled or the business mis- 
ecnducted by some future owner of the 


have 


to for 


since 


alone? 


contrel can only be guaranteed by 
climinating the stock ownership en- 
lirely. 

The recent happenings in the Pitts- 


burgh Life & Trust show what may 
happen even with the checks of modern 
law and State supervision. 

General du Pont evidently likes to do 
big things in a big way. This was em- 
phasized by his courage and business 
foresight in the construction of the 
iquitable Building in New York which 
is the largest office building in the 
world. His donation of virtually two 
inillion doliars to the purpose of Equit- 
able mutualization appears to be con- 
sistent with other donations he has 


made for public purposes in recent 
years. 
‘The policyholders are to be con- 


zratulated upon the conclusion of these 


important negotiations which have been 
so successfully carried on by their offi- 
cers and directors. They will doubt- 
less be able, within a few months, to 
place the ownership of the Society in 
the policyholders’ hands for all time. 

The plan is especially gratifying as it 
provides a fair and, in fact, substantial 
price for the minority stock. Instead 
of being called upon to make a heavy 
sacrifice of their investment, as Gen- 
eral du Pont has made, the minority 
stockholders will receive $1,500 per 
share which is believed to be far above 
the average cost of the 436 shares out- 
standing. 

While they do not receive as much 
us he did, for his majority stock, they 
are gaining, while he is losing in the 
transaction ‘so far as profits are con- 
cerned. 

As regards the minority 
stock generally, while such shares may 
be cast in an election of directors, it is, 
of course, the majority which control. 
It was the struggle to secure a major: 
ity of shares which, a few years ago, 
forced Northern Pacific stock to $1,000 
When the 
secured the market value of the stock 
lell like a plummet to about 150, 

‘The payments to General du Pont are 
distributed over a period of twenty 
years, and are to be paid out of the in- 
terest income from the morigage on the 


value of 


per share. majority was 


iuquitable Building which is chiefly 
owned by General du Pont. Thus in 
effect the stock will be paid for by 
veduction in the interest rate on this 


particular investment during the twenty 
years; a rate which will still be higher 
than the rate earned on the old build- 
ing. By this plan any material re- 
duction in the surplus is avoided, and, 
in fact, the cost is so distributed that 
it will not be felt by the policyholders. 
NEW YORK RATES 


There is every indication that fire 


‘insurance rates in New York City are 


to be investigated, as there are several 
movements to attain that end on foot. 
The fire insurance interests should and 
undoubtedly will meet the issue half 
way, and co-operate heartily in the 
quest for facts. They have nothing to 
conceal; and much they want the 
public to know, not the least important 
of this information being the manner 
in which the city’s fire commissioner 


is juggling the fire record figures. So 
successful has Mr. Adamson been as 
a statistician and claimer of credit 


that he has made such an unusually 
well-informed paper as the New York 
“Sun” actually believe he has made 
the companies lower rates here. 


SECRECY 

A lot of good common sense is in- 
corporated in an editorial published by 
“The Spectator,” in which a plea is 
made that insurance companies and in- 
surance organizations take the decent, 
enterprising, conscientious insurance 
journals into their confidence more gen- 
erally than they have and break away 
from the old policy of secrecy and sus- 
picion. As “The Spectator” points out 
wore dependence should be placed upon 
the discretion of the insurance news- 
papers which have as their aim service 
to the business of insurance. Naturally, 
unless the insurance newspaper men 


THE HUMAN SIDE OF INSURANCE 





A. 


JAMES CAMPBELL 


James A. Campbell, agency director, 
central branch, New York Life, at Chi- 
cago, celebrated his 25th anniversary 
with that Company by paying for his 
allotment of $8,000,000 for the first six 
months of 1917 on Friday, the 13th of 
July. Jim Campbell, as he is affection- 
ately known by his associates, entered 
the services of the New York Life as a 
clerk in the St. Paul branch office in 
July, 1892. At that time Second Vice- 
President Walker Buckner was cashier. 
In January, 1896, Mr. Campbell was pro- 
are in the confidence of those who are 
doing the big things in insurance, they 
are handicapped in discussion of insur, 
ance problems. By this time under- 
writers and other executives should un- 
derstand the harm that secrecy has 
cone the business. If experience has 
taught anything at all it is that insur- 
ance is an open book and the less 
mystery there is about it the better. 
As a general proposition life insurance 
men are less secretive than fire insur- 
ence men and more willing that their 
affairs shall be analyzed and presented 
with the perspective secured through 
extending open confidence and good 
faith. However, there has been grow- 
ing recently, a tendency among some 
life organizations in the direction of 
secret sessions, and along this line “The 
Spectator” says: 

So far as insurance conventions are 
concerned, they are breeders of sus- 
nicion, deterrents in the progress of 
business, and are not in accord with 
the American idea. (‘Secret or exec- 
utive sessions are indicative of retro- 
action, and really endanger the ex- 
‘stence of the insurance organization. 

Such private sessions were formerly 
in much greater vogue among political 
organizations, city, county, State and 


l‘ederal, biftt with the progress of the 
times, star chamber meetings are 
decidedly cut of fashion. While the ex- 


ecutive session is still known in the 
Senate of the United States, the great- 
est deliberative body in the world, it is 
an open secret that members of that 
august organization freely and knowing- 
ly acquaint the newspaper men with 
what goes on at such private meetings, 
and the public therefore is pretty well 
informed on the proceedings in sen- 
atorial executive sessions. Progressive 
Senators intend eventually to kill star 
chamber proceedings, which invite the 
suspicion of the public, and are primar- 
ily designed to eater to the ideas of 
men of narrow views and secretive 
tendencies, who are too timid to trans- 
act their organization business always 
above board and in accord with Amer- 
ican methods of open-mindedness and 
freedom of discussion and criticism. 





moted to cashier; in November, 4901, he 
was advanced to the position of agency 
instructor; and in January, 1904, he be- 
came agency director of a small Chicago 
branch office. The current bulletin of 
the New York Life says of him: “By 
sterling methods and executive ability 
he has built the greatest organization 
in the Company’s list.” They have paid 
in a little over six months for a top 
allotment of $8,000,000 against a total 
of about the same amount in all of last 
year. 

‘Mr. Campbell has advanced from posi- 


tion to position without ostentation, 
without outside influence, solely on 
merit. ‘He has those qualities of mind 


and heart that tie men to him and make 
them glad to work at his behest. ‘His 
door stands open, he requires no card 
to enter, yet his methods are so direct 
and simplified that he wastes no time 
in trivialities. His days and nights are 
devoted to the welfare of the members 
of his organization. 

They had a little meeting for him the 
other day that is of historic interest. 
With the 160 branch agents and em- 
ployes were Second Vice-President Wal- 
ker Buckner, William H. Wood, In- 
spector of Agencies, Memphis, Tenn., 
and Agents’ Counselor John J. Parker, 
of Cleveland, O., all three of whom were 
in the St. Paul office on July 13, 1892, 
when young Campbell presented himself 
for employment. He was hired by Mr. 
Buckner, cashier, and the young man 
immediately made good. 

* ok co 


Robert Adamson, Fire Commissioner 
of New York, will be the fusion can- 
didate for President of the Board of 
Aldermen. In approving of his selec- 
tion the New York “Sun” says that he 
has improved the fire hazard to such 
an extent that the fire companies “have 
been compelled to take cognizance of a 
new state of affairs,” in consequence 
of which “they have been obliged to re- 
vise their schedules of premiums.” A 
tittle bit premature! Continuing the 
“Sun” says: “Mr. Adamson in a period 
of sky-rocketing prices has contributed 
an actual decrease in the cost of a nec- 
essary of life to his fellow citizens, and 
this fact will not be forgotten on elec- 
tion day.” Just as true as a state- 
ment that there is no European war. 

* * + 


William S. Crawford, one of the men 
in insurance journalism who is well- 
equipped technically for his work, who 
understands that the way to get in- 
surance news is to see people, who has 
a record for integrity, and who is an 
interesting and authoritative writer, 
has resigned from the ‘National Under- 
writer” to become associated with T. h. 
Weddell in the “Insurance Post” of Chi- 
cago. Messrs. Weddell and Crawford 
will make a good team. They are also 
to be associate editors of the “Insur- 
ance Field” in Chicago, 

” a *~ 

W. P. Gundry, auditor and cashier 
of the Industrial Accident Commission 
of Maryland, has succeeded J. A. Brad- 
ley as superintendent of the State Acci- 
dent Fund. Mr. Bradley continues 
with the commission as inspector for 
the Eastern Shore district. Y. O. Wil- 
son, formerly chief clerk in the audit- 
ing department, has succeeded Mr. 
Gundry as auditor and cashier. 

+” co * 

A. K, Simpson, manager of the East- 
ern department of the Firemen’s Fund 
of San Francisco, who has been at the 
home office of the company, has started 
on his return trip, and will come by 
way of the Pacific Northwest. 

* * 

William S. Warren, Western manager 
of the Liverpool & London & Globe, is 
spending the summer at White Plains, 
N. Y., where his daughter, who married! 
recently, now resides. 
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Sprinkler Losses 


In New York City 


CARELESS SMOKING PREDOMI- 
NANT CAUSE 


212 Fires in Sprinkler Equipped Plants 
During 1916 in Fire Patrol 
Territory 


The New York Board of Fire Under- 
writers has just issued a condensed re- 
port of losses equipped with automatic 
sprinklers in the New York fire patrol 
territory, which were attended by the 
fire patrol during the year ending 
December 31, 1916. 


The report shows that the total num- 
her losses in sprinklered risks was 
212 involving a loss to buildings of $44,- 
769.15 and contents $520,762.02, 

This report emphasizes the careless- 
found in factories in regard to 
smoking. The report shows that 65 of 
the 212 fires were the direct result of 
careless smoking. This is particularly 
‘yaportant at the present time when 
the country’s entire energy is being ex- 
panded in an effort looking to the con- 
servation of manufactured products. 

The report also shows that 14 of the 
fires in sprinklered risks were caused 
by carelessness in the handling and use 
ct the electric heating and pressing 
‘ron. The report further shows there 
were 83 fires among garment workers 
and button manufacturing establish- 
ments. Of these 83 fires 40 were the 
result of careless smoking, 13 from the 
careless use of electric iron and 30 
from miscellaneous causes. 

The amount of loss on buildings re- 
sulting from these 83 fires was $15,- 
£08.45; on contents, $297,439.90. 


of 


JESS 


New York Losses 


In line with the above it is interest- 
ing to know that the loss record for 
New York City in recent months is con- 
siderably higher than it has been for 
some time. This is especially interest- 
ing in view of the agitation that is now 
heing made in regard to lowering of 
fire insurance rates in New York City. 

Losses handled by the Loss Commit- 
tee of the New York Board of Fire Un- 
derwriters for the first half of 1917 
were $4,694,000 as compared with $2,- 
743,000 for the first half of 1916. 

The losses above mentioned are 
those handled only by the Loss Com- 
mittee of the Board and constitute, per- 
haps, only about two-thirds of the fire 
losses of the City. 





FIRE INSURANCE DEPARTMENT 














Middle Department to 
Adopt Uniform Clauses 


IN LINE WITH OTHER ASSOCIA- 


TIONS’ ACTION 


Will Form Conference Committee Con- 
sisting of Secretaries and Managers 
of Rating Organizations 


Atlantic City, N. J., July 1%, 1917. 

A request was made to consider the 
matter of uniform rules and clauses as 
submitted by committee company 
Officials, at the July meeting of the 
Underwriters’ Association of the Middle 


of 


Department, but, the necessary two- 
thirds vote was not secured, and the 
proposition was submitted under the 


head of new business. The rules will 
be printed and submitted to the mem- 
bers, with a report from the rules 
committee of the association before the 
October meeting, when they will come 
up for adoption. 

The necessity for uniform rules and 
clauses is quite apparent even to a 
layman, and as several associations 
have already adopted the same uniform 
rules and clauses as discussed at the 
Middle Department meeting at Atlantic 
City, there is no doubt that they will 
receive favorable consideration, not 
only in the Middle Department terri- 
tory, but by other rating associations 
in Pennsylvania and Maryland. 

The adoption of the rules in question 
will greatly facilitate the work in the 
company offices and give a _ property 
owner the same form where he has 
insurance to place in several rating 
jurisdictions. 

To Establish Conference Committee 

A conference committee will be 
established consisting of the secretaries 
and managers of the fifteen rating 
organizations having jurisdiction § in 
New England, New York and the Middle 
States, to take care of any necessary 
changes in the rules that may develop 
from time to time. 


HOLD MID-YEAR MEETING 


Board of Fire Underwriters of Suffolk 
County Have Officials as 
Guests 


As The Eastern Underwriter goes to 
press there is being held at “Tide 
water Inn,” on Great South Bay, foot 
of Foster Avenue, Sayville, L. LL, the 
mid-year meeting and dinner of the 
Board of Fire Underwriters of Suffolk 
County. 





OTHO E, LANE, President 
BERNARD M. CULVER 


WILLIAM L. STEELE 
Vice Presidents 


CHAS. A. LUNG 
WILBUR C. SMITH 
Secretanes 





“Agents Everywhere” 





NIAGARA FIRE INSURANCE COMPANY 


ESTABLISHED 1850 





123 William Street, NEW YORK 


FIRE 
TORNADO 
AUTOMOBILE 
RENTS 
SPRINKLER LEAKAGE 
»* EXPLOSION 

» FULL WAR COVER 
«<< LEASEHOLD 





Use and Occupancy, Profits, 
Commissions — All Forms 








FIRE AND MARINE 
INSURANCE—ALL LINES 





The Automobile Insurance 
Company of Hartford, Conn. 


MORGAN G. BULKELEY, President 





Cash Capital ° . 
Assets ° . * 
Liabilities (Except Capital) 
Surplus to Policyholders ° 


Statement January 1, 1917 


. - $1,000,000.00 
« 2,748,832.19 

S 4 - 1,039,977.81 
. 1,708,854.38 











AFFILIATED WITH 


AETNA LIFE INSURANCE COMPANY 
THE AETNA CASUALTY & SURETY CO. 











Among those present as guests of the 
Board are: \Hon. Jesse 8. Phillips, Super 


intendent of Insurance of New York 
State; Henry FE. Hess, manager of the 


Suburban Fire Insurance Exchange; C. 
A. Ludlum, vice-president Home Insur- 
ance Company; George A. Clark, 
sistant secretary Home Insurance Com 
pany; Thomas J. Lasher, metropolitan 
department Hartford Insurance Com- 
pany; A. B. Roome, superintendent of 
agencies Westchester Fire; Roswell 
Davis, general agent Sun of London; 
K. Stanley Jarvis, secretary Hanover; 
A. C. Martin, president of the Subur 
ban Exchange and special agent of the 
Northern; and J. W. Horn, agency de- 
partment Liverpool & London & Globe. 

The following special agents have 
accepted invitations to attend the din- 
ner: C. C. Wayland, Atlas; R. C. Alton, 
National; Paul J. Clarke, American, 
Newark; Clark R. Hall, Springfield 
Fire & Marine; A. M. Harned, National 


as- 


NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 


$641,341.77 
230,513.29 
300,000.00 
63,479.83 


Reserve 
Capital 
Surplus 


OPERATING 





Union; Fred A. Heath, Prussian Na- 
tional; Pomeroy Lee, Hartford; Max 
Liebler, Continental; Benjamin L. Link- 
field, North British & Mercantile; Fred 
R. Paine, New Jersey Fire; Louis 
H. Peck, Providence-Washington; W. 
Payne Phillips, German-American; M. 
S. Reeves, Pennsylvania; E. C. Ryan, 
Hanover; J. B. Simonson, Home; Frank 
J. Steier, Insurance Company of North 


America; Richard Suits, Phoenix; 
George J.*° Weiss, Northern; H. A. 
Richards, Norwich Union; Russell 
Young, Hartford; George Berry, Pitts- 
burgh Underwriters; and William Mce- 
Guire, Glens Falls. 
FULTON AT HARTFORD 

George R. Fulton, special agent of 

the Automobile Insurance Company of 


riartford in Western Pennsylvania and 
West Virginia is visiting the home office 
this week. Mr. Fulton is accompanied 
iby his wife. 


CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 


Inc, 1870 


$357,318.58 
54,256.92 
200,000.00 
96,379.07 


| Assets 

| Reserve 
| Capital 
| Surplus 


ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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WISCONSIN RATES REDUCED 


Commissioner Cleary Exercises Power 
Provided By Insurance Rate 
Regulation Law 





Madison, July 21, 1917.—The new fire 
insurance rate regulation law, one of 
the administration measures, the orig- 
inal bill having been drafted in the in- 
surance depariment, became wholly ef- 
fective on July 9. Under the provisions 
of this act the Commissioner of Insur- 
ance is given authority to regulate fire 
insurance rates and practices in this 
State. 

An order was issued last week pro- 
viding that mercantile buildings of 
frame, iron clad, and brick veneer con- 
struction shall on and after August Ist, 
1917, be given the same term privilege 
as accorded buildings of like occupancy 
of brick or other construction. 

The term rules now in effect on brick 
puilding permit a saving of one-half a 
year’s premium on a three year policy, 
and a full year’s premium on a five 
year policy. The Commissioner is o 
the opinion that the additional hazard 
of buildings of an inferior grade of con- 
struction is amply taken care of in the 
rate given, and that policyholders in 
this class of risks should have the same 
opportunity to save by extending pol- 
icies for a longer term as owners of bet- 
ter constructed risks. 

Since the rate regulation law became 
effective companies have filed with the 
department a reduction from brick basis 
rates of 50-cents to 35 cents, frame, iron 
clad, or brick veneer of 90 cents to 80 
cents, and fireproof of 37% to 30 cents. 


UNAUTHORIZED AGENTS 


Insurance Commissioner Arrington of 
Tennessee Sends Letter to Com- 
panies on Subject 





State Insurance Commissioner, L. K. 
Arrington, of Tennessee, is this week 
vending out a letter of warning to all 
of the companies doing business in 
Tennessee, that in future cOmpanies 
must not accept business either direct- 


ly or indirectly from unauthorized 
ugents or solicitors. The letter in part 
follows: 


A company or its agency supervisor 
in this State should, upon the appoint- 
ment of an agent or solicitor, im- 
mediately mail to this Department re- 
quest for his certificate of authority, 
ond hold all applications from such 
egent or solicitor in suspense until cer- 
tificate is received, and if for any rea- 
son certificate of authority is not is- 
sued companies cannot legally issue 
policies upon such applications. 

Most of the companies are complying 
with the law, but there are a few who 
are not, and all companies are hereby 
notified that in future where we find 
that a company has accepted business 
from an_ unlicensed representative 
either directly or indirectly, the case 
with all information will be turned over 
to the proper prosecuting authorities of 
this State for such action as the facts 
warrant. 

DETWEILER’S NEW QUARTERS 

Walter S. Detweiler & Co. of Phila- 
delphia, have removed to their new and 
commodious quarters at No. 307 Wal- 
nut Street, in that city. This company 
has now one of the best equipped in- 
turance offices in Philadelphia, all of 
the old furniture having been discarded 
for new and modern furnishings. Det- 
weiler & Co. represent the following 
strong fire insurance companies: Amer- 
ican Eagle, Germania, Nord-Deutsche, 
Urbaine of Paris and the National of 
Paris. For automobile fire insurance 
they represent the Home of New York, 
the Commonwealth and the American 
Kagle. In the casualty department the 


agency represents as general agent the 
Fidelity and Deposit Company of Balti- 
more, whioh writes practically all forms 
of casualty insurance. 





B. M. CROSTHWAITE & CO. 


Fire and Automobile Insurance Specialists 
Lines Bound Anywhere in New York State 
105 William Street, New York City, N. Y. 


Telephones 2404-5-6-1758-1090 John 














307 FOURTH AVENUE 








PHILADELPHIA 


ADEQUATE CLARENCE A KROUSE & CO. | SATISFACTION 
FACILITIES LOCAL AND GENERAL AGENTS SERVICE 
ALL LINES _325 WALNUT STREET PHILADELPHIA. PA. ALL LINES 


PENNSYLVANIA NEW JERSEY 








LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 















PITTSBURGH, PA. 





SCHREINER IN NEW YORK AGAIN 


Re-insurance Man Permitted By United 
States Marshal to Live at 
Waldorf-Astoria 


Carl Schreiner, United States man- 
ager of the Munich Re-Insurance Com- 
pany, and president of the First Re-In- 
surance Company, Hartford, returned to 
New York on Friday of last week from 
Lake George, New York. The alien ban 
on Mr, Sclireiner had been removed by 


United States Marshal McCarthy, and 
he was permitted to resume his resi- 
dence at the Waldorf-Astoria. The 
United States Marshal acted after a 
petition had been received by him 
signed by presidents of at least three 
insurance companies and by the heads 


cl Ladenburg, Thalman & Company, 
and J. & W. Seligman & Co., two 


prominent banking houses. 

Mr. Schreiner said that he did not 
care to say anything for publication 
with reference to the Munich treatise. 
There has been considerable sympathy 
expressed for Mr. Schreiner in some 
quarters because of the persistent at- 
tacks made upon him by the New York 
“Tribune.” Mr. Schreiner is regarded 
as the father of the re-insurance sys- 
tem and he has seen a tremendous 
business that he has built up in Great 
Britain go to smash. He is regarded 
as one of the world’s greatest under- 
writers, and underwriters say that per- 
sonally and through his company he 
has played fair in his dealings with 
other insurance companies, 

The Union Fire of Paris, one of the 
strongest of French companies, has 
been admitted to New Hampshire, and 
an agency force in that State will be 
organized by Thomas H. Flaherty, a 
well-known field man operating in 
Northern New England. The Union has 
American assets of $1,142,463, substan- 
tial reserves and a policyholders’ sur- 
plus of over ‘$600,000. The United 
States Trustees are the Firemen’s Loan 
& Trust Company of New York, and 
the American interests of the company 
are being handled by Starkweather & 
Sheply, Incorporated, of Providence, 
nz. & 








103-5 William Street 


SCHAEFER & SHEVLIN 
GENERAL AGENTS 
DUBUQUE FIRE AND MARINE INSURANCE CO. 
FIRST NATIONAL FIRE INSURANCE CO. 
FIRE AND FULL COVERAGE AUTOMOBILE INSURANCE 
Excellent Facilities for Handling Suburban Business 


New York, N. Y. 


Phone: John 2312 











Rossia Insurance Company 


HARTFORD, CONN. 


REINSURANCE 








Lieutenant Krouse 
Home. on Furlough 


MEMBER OF AMBULANCE CORPS 
IN FRANCE 


Comes to States to Recuperate From 
IlIness Caused by Poisoned 
Water 


There was perhaps no happier man 
in Philadelphia than Clarence A. 
Krouse, a popular local agent of that 
city, when on ‘Thursday the 19th, 
there stalked into his office at 325 
Walnut Stieet, his son, Lieut. Cleon E. 
Krouse, of Haddonfield, N. J., member 
ef the American Ambulance Corps serv- 
ing in France who had arrived home 
for a two months’ furlough granted to 
permit his recuperation from serious 
iliness caused by drinking poisoned 
water while at the front. 

Glad to be Home 

In an interview in the “Evening 
Bulletin,” Lieut. Krouse said: “It seems 
like a dream being back in the U.S. A. 
again. One thing that surprised me 
when I stepped ashore at a port in ‘he 
(nited States was the absence of flags. 
You ought to see Paris. Why the city 
‘sy crammed with them. 

“The Fourth of July in Paris in the 
year 1917—nobody ever has seen, and 
nobody ever again will see a sight so 
touching and so magnificent. Crowds! 
You couldn't move in the streets. Per- 








Authorized Capital $500,000 


Betroit National Hire 
SJusuranuce Co. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 








shing’s men came striding down the 
houlevard, with the Old Flag streaming 
in the wind, and I tell you the men and 
women, even the kids, had tears pouring 
from their eyes. 

“Why, you don’t know how France 
feels about our coming in. The women 
threw armfuls of flowers at our fel- 
lows, they even covered the streets 
with flowers for the men to march 
cver. I wouldn’t exchange my whole 
experience over there for a fortune, 
and I wouldn’t have missed the Fourth 
in Paris for anything on this earth. 

“And the day the United States broke 
off diplomatic relations,” he went on. 
A glint came into his blue eyes. “We 
were at Neuilly when the news came. 
Glad? We went absolutely wild with 
joy. But you don’t understand; you 
can’t understand, unless you’ve been 
over there and seen the war.” 

‘He has seen war, and plenty of it. 
One day as he motored carefully on his 


ambulance road around Verdun, he 
came upon Jeanne and Lillie: They 
were two pitiful, tiny French girls, 


starving ‘with their mother in the ruins 
of their home. The father, a French 
soldier, had been killed in one of the 
Verdun attacks. Lieutenant Krouse 
adopted them, 

“I can’t pronounce their last name,” 
ne said with a boyish smile lighting the 
seriousness of his mouth. “But they’re 
wonderful children, all right. Dress in 
boys’ clothing all the time now—easier 
to get around, you know. 

“How did 1 happen to adopt them? It 
just happened. We fellows generally 
tun out to some of the ruined villages 
on our time off, and if we have a little 
extra money or candy or food or any- 
thing we naturally give it to the kids.” 


COMPULSORY FIRE PREVENTION 

Frank H. Hardison, Insurance Com- 
missioner of Massachusetts, in his an- 
nual report just issued, warns against 
the “habit of the average mind in this 
country to think that fires are inevit- 
able.” ‘Commissioner Hardison urges 
compulsory measures for fire preven- 
tion “as far as public opinion will per- 
mit,” and the education of the rising 
generation to an appreciation of the 
tremendous annual loss from prevent- 
able fires. 
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After Scalp of 
Seaside Reporter 


UNDERWRITERS’ ASSOCIATION OF 
MIDDLE DEPARTMENT PEEVED 


Newspaper Correspondent Writes Real 
Interesting Story of Specials’ 
Meeting—Plenty of Color 
After reading a story in the Phila- 
delphia “Ledger” about the _ recent 
Atlantic City meeting of the Under- 
writers’ Association of the Middle De- 
partment the chances are that some 
rifles will be borrowed from the War 
Department upon the occasion of the 
rext meeting and anybody who looks 
like a reporter will be shot on the 
spot. The meeting was held in the 
Traymore, and was anything but dull. 
it seems the association discussed uni- 
form rules and clauses and other mat- 
ters of which the reporter heard an 
inkling, or maybe he smuggled himself 
in as a hat boy, but this is what he 

wrote: 
Some Excitement! 

“Amazing statements as to ‘utter lack 
of uniformity’ in making fire insurance 
tariffs; the admitted ‘unfairness’ of 
many existing methods and the ‘urgent 
necessity’ of adopting reforms in justice 
to the public, were made when repre- 
sentatives of the ‘little companies’ 
clashed openly with ‘big companies’’ 
agents in the quarterly convention of 
the Underwriters’ Association of the 
Middle Department, at Hotel Traymore. 

“Spokesmen of the ‘little companies’ 
cmphatically refused to have ‘crammed 
cown their throats’ a new set of rules 
and regulations, designed, so speakers 
for the ‘big companies’ and the admin- 
istration forces in the association main- 
tained, to make the tariff-fixing system 
in Pennsylvania and other parts of the 
Middle Department conform to more 
approved practices effective elsewhere. 

“Speakers for the ‘big companies’ re- 
plied with equal firmness that there 
was no intention to cram anything down 
anybody’s throat, but that the Middle 
Department had reached a stage where 
it must wake up. The opposition main- 
tained that officials of many smaller 
companies had not been afforded any 
ypportunity to examine the proposed 
new rules and regulations. 

“The upshot ‘was that the ‘big com- 
panies’ failed to marshal the required 
three-fourths vote to adopt the new 
rules, which took the administration 
heads by surprise, inasmuch as a ‘gen- 
eral alarm’ was sent out last night 
for all supporters of the new rules, ac- 
cording to the opposition. The meeting 
was one of the largest in point of at- 
tendance the Middle Department has 
held for a long time. 

“Afterward, F. W. Jenness, manager 
of the RochesterGerman Underwriters, 
poured oil on troubled waters in a 
plea for harmony. ‘This association 
cannot afford to stand in the way 
of a movement now general to make 
tariff adjusting uniform throughout,’ 
he said. ‘There are fifteen rate- 
making organizations and no ‘wo 
nave rules which bear any considerable 
resemblance. It is unthinkable that dif- 
ferent rates are necessary in different 
cities or different States.’ 

“Other speakers said the Middle De- 
partment was asked to meet a specific 
situation, and cited the fact ‘hat rat- 
rags in seven jurisdictions upon the 
same kind of buildings owned by a 
corporation which does business na 
tionally, vary from 75 cents to $2.50. 


New Light on “Special Hazards” 


“One objection of the ‘little compan- 
ies’ was that the new rules would al- 
low writing for special hazards, which 
has been discountenanced by the Mid- 
dle Department Association. 

“Finally the rules committee was di- 
rected to submit the proposed new rules 
to the next meeting. In the meantime 
every company is to receive a copy for 
study.” 


RULES ON BINDER CHARGE 


West Virginia Department Holds Mark- 
ing Off With No Collection of 
Premium is Violation of Law 
A replica of the binder situation in 
New York State is seen in the following 
ruling of the West Virginia Insurance 
Commissioner, made public this week: 
“Your favor, in which you ask 
whether it is a violation of the insur- 
ance laws of West Virginia to ‘mark 
off binders under fire insurance con- 
tracts, with no collection of premium 
thereunder’ has been received. In my 
ypinion, this is clearly a violation of the 
anti-discrimination law of this State, 

Which reads in part: 
“ “No insurance company, association 
cr society, by itself or any other party, 


und no iysurance agent, solicitor or 
broker, personally or by any other 
party, shall offer, promise, allow, or 


vive, set off or pay directly or indirect- 
ly, any rebate of, or part of, the pre- 
miums payable on the policy.’ 

“Any arrangement whereby the _ pol- 
icyholder is protected by insurance, but 
does not pay the full amount of the 
premium as set forth in the contract 
of insurance, is a rebaie within the 
meaning of the law.” 


MOTHER MANAGES BUSINESS 


Local Agent Henry B. Howell, Lan- 
caster, Pa., Now Lieutenant 
in Navy 





Henry B. Howell, Lieut. U. S. N. 
R. F., is a local agent in Lancaster, Pa. 
During his absence in the service his 
mother is managing the agency. To 
his companies he has mailed this card, 
with an American flag in each corner: 

U. S. S. De Kalb. 

I’m In the Navy Now. 

As I am an Officer in 
States Navy—Reserve Force 
at sea until hostilities cease. 

I am attached to the U.S. S. De Kalb 
(formerly the German raider “Prinz 
fitel Friederich”). Our Red Rose City 
is; represented by several of her sons 
on this ship and believe me, we will do 
our best to be a credit to the old town. 

During my absence our business will 
be under the capable manazement of 
wny mother, Anna B. Howell. 

It will be a great favor if you will 
give prompt attention to the enclosed 
matter, as the office will be somewhat 
tandicapped while I am at sea. 

For a Victorious U. S. A. I am, 


the United 
4 will be 


SAYS RATES MUST GO UP 

(Insurance rates are certain to in- 
crease, according to Leo. H. Hennes, a 
Detroit fire insurance man, who dis- 
cussed that subject at the meeting of 
the Michigan local agents at Muskegon. 
Mr. Hennes points out that there has 
been an increase of 40 per cent. in the 
cost of materials, compared to a less than 


5 per cent. increase in the rates. “The 
high cost of living, as well as many 
other things have figured,” said Mr. 


Hennes. “The proposed war burdens 
will add considerable to the cost of 
insurance. I believe the duty of the 
agent is twofold, to protect both the 
company and the client.” 





Capacity For 


and 10% commission to brokers. 
Surplus Line Department. 





You can use our capacity as your own to take care of additional business 
beyond the capacity of admitted Companies. 


Our capacity is as high as $150,000 on a single risk with immediate binders 
Guaranteed Underwriters. 
Special liberal policies for Baggage Insurance. 


MARSH & MCLENNAN 


Insurance Exchange, Chicago 


19 Cedar St. 1015 California St. 314 Superior St. Nicollet Ave. 
EW YORE DENVER DuLUrE INNEAPOLIS 
Ford Bldg. 17 St. John St. 23 Leadenhall St. 

DETROI MONTREAL LONDON . 


THESE OFFICES GIVE YOU THE BEST THERE IS IN INSURANCE SERVICE 


Local Agents 


Use our special 








FULL COVERAGE PERMITTED 


West Virginia Law Amended to Enable 
Fire Companies to Write All Forms 


of Automobile Insurance 
The following law has been passed 
by both houses of the West Virginia 
Legislature permitting fire companies 
to write all forms of automobile insur- 
ance except personal injury: 

“Any fire insurance company now or 
hereafter authorized to do business in 
this State may, in addition to insur- 
ances now authorized, include insur- 
ances on automobiles and other motor 
vehicles, whether stationary or being 
operated under their own motor power, 
against any and all hazards of fire, ex- 
plosion, transportation, collision, loss 
by legal liability for damage to prop- 
erty resulting from the maintenance 
and use of automobiles, and loss by 
burglary or theft or both, but shall not 
include loss by reason of bodily injury 
to the person, upon filing with the In- 
-urance Department official notification 
of their purpose to do so.” 


SECURES CHICAGO SCHOOL RISKS 
Harry E. Goeble, who is connected 
with the Tramel Agency for the Aetna 


companies, was awarded the contract 
for $244,775 of fire insurance on the 
parental school buildings by the Chi- 


cago Board of Education. The Chicago 
Board of Underwriters makes no rates 
on public properties, and this was let 
at competitive bids. ‘Mr. Goeble’s bid 
was 77 cents, with a premium of $1,- 
$84. Before Jacob M. Loeb, formerly 
president of the board, protested 
against the awarding of the insurance 
without asking for bids, it had been 
proposed to give the insurance to W. L. 
Bennett, Chicago manager of the Hart 
ford, who has had the line for several 
years, at a premium of $3,182. 


NO TROUBLE ABOUT FUNDS 

The New Jersey Firemen’s Relief 
Association is not worrying about the 
high cost of living. At the meeting of 
the Executive Committee in Atlantic 
City reports were made showing assets 
of $1,845,000. The funds of the Asso- 
ciation represent income from fire in- 
surance companies and from theater 
revenues as specified by law. 


NOT A STATE MATTER 

Deputy Attorney General Hargest has 
ipformed Insurance Commissioner 
O'Neil that he had no authority to com- 
pel a department of the Underwriters’ 
Association of the Middle Department 
‘oO furnish its service to any person 
or any agent of the insurance com pan- 
ies, It is a matter not covered by any 
act of the assembly. 


0. W. FOLLETT WITH NAT’L UNION 

O. W. Follett has resigned as special 
agent for the Home of New York in 
lowa to become State agent of the Na- 
tional Union, 





“STRONG AS THE STRONGEST”’ 


The Northern Assurance Co, 
(LTD., OF LONDON) 


Organized 1836 
Entered United States 1876 


$105,000,000 
$38,000,000 
Eastern and Southern Departments 


55 JOHN STREET 
NEW YORK CITY 


Losses Paid - - - 
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Killing Two Birds 
With One Stone 


CONSERVATION AND RED CROSS 
BOTH HELPED IN JERSEY 


Agents Pay 30 Cents a Hundred for 
40,000 Fire Waste Reduction 
Leaflets 


Thousands of copies have been sold 
of the New Jersey Schedule Rating 
Office’s wastefulness “Dodger,” based 
on President Wilson's proclamation that 
it is the public’s duty to do everything 
possible for the elimination of careless- 
extravagance. This dodger, 
of which has already been 
printed in The Kastern Underwriter, 
makes a plea for a reduction of the 
size of the nation’s ash-heap, and puts 
at the service of the public the Rating 
Office’s advice and employes. 

How Agents Help 

In order to get this dodger before the 
public the Schedule Rating Office sells 
it for thirty cents a hundred, agents 
being the purchasers. Thus, agents are 
given an opportunity not only to con- 
tribute to conservation, but also to the 
Red Cross Fund, as all the money re- 
ceived from the sale of the dodgers goes 
into the Red Cross Collection Bureau 
in the Schedule Rating Office. 

The rating office has also 
dodgers to the State Board of 
tion, various State institutions, and has 
felt that of the 3,000 schools in New 
Jersey many children have already read 
them. Up to the present time 40,000 
of the dodgers have been sold. 

In sending the leaflets to State insti- 
tutions and large trolley and public ser- 
vice properties the rating office sug- 
gests that there is no necessity to use 
the name of the Schedule Rating Office, 


ness and 


the gist 


sent the 
Nduca- 


or of Atlee Brown, and, if desired, the 
man or corporation receiving the cir- 
culars can put his own name or that 


of the corporation on them for sponsors. 
The big idea is to have the leaflet read 
and circulated, and that’s what has been 
accomplished. 


NEW ENGLAND RULES 

The New England Insurance Ex 
change has adopted the _ following 
recommendations prepared by the Ex 
ecutive Committee: 

“Policies written for any less than 
one year shall be at the short rate of 
the published annual rate for the time 
as shown in the short rate table for 
annual insurance. 

“Policies covering classes eligible to 
be written for a term of more than 
one year at less than pro rata rates 
may be written for one full annual pre- 
mium plus pro rata of 75 per cent, of 
the annual premium for periods in ex- 
cess of the first year. 

“Endorsements increasing policy 
amounts are subject to the same rule 
as new policies as to the application 
of the foregoing rule, except that pol- 
icies covering buildings insured specifi- 
cally and/or household furniture in use 
may be increased for the whole re- 
maining period of such policies at pro 
rata rates.” 

COMPANY LOSSES IN WEST 

A tabulation has been made of the 
companies writing more than $1,000,000 
of premiums in Western Union terri- 
tory as to their comparative loss ratios 
for 1916. The ‘Milwaukee Mechanics 
makes the best showing with 44 per 
cent., followed by the Hanover and the 
Northwestern National with 45; the 
Ohio Farmers with 46; the London & 
Lancashire with 47, and the Fire Asso- 
ciation ,the Phoenix of Hartford, and 
the North British with 49. 

PAC IFIC TO WRITE TORNADO 

It is reported that the Pacific Fire 
contemplates the writing of tornado 


insurance in the near future. 


Re-INSURANCE CHANGES 


Demand for Re-Insurance Much Greater 
Than Supply—Contracts Being 


Changed 
Every week sees a number of 
changes in the re-insurance situation 
and the demand for coverage is 
simply tremendous. Cancellation of 


contracts with German companies has 
it necessary to find a haven else- 
where, and a number of offices have 
cpenings for re-insurance companies. 
They are difficult to get, however, be- 
cause it is necessary to buy up $500,000 
in deposits: $200,000 at Albany; $100,- 
100 at Columbus; and $200,000 with the 
United States Trustees. The managers 
of the Scandinavian companies in par- 
ticular, have been making a number of 
new contracts. 


made 


CO-OPERATE FOR SANE FOURTH 


Nebraska State Fire Marshal Asks 
Agents Not to Issue Permits for 
Sale and Storage 


Ridgell, State Fire Marshal of 
Nebraska, has issued an order prohibit- 
ing the sale of fireworks at retail dur- 
ing 1918. He has sent to every muni- 
cipality in the State an ordinance to 
this effect which he has requested 
them to adopt. He has also sought 
the co-operation of the fire companies 
hy asking the a;ents in the State to 
withdraw outstanding permits for the 
tale of fireworks under the policy con- 
tract and not to issue any in the future. 


W. 8. 


WHITMAN ON FIRE PREVENTION 

Aiovernor Whitman has issued a 
proclamation calling upon citizens to 
exercise the greatest care about fires, 
thereby aiding materially in our war 
work. His appeal is particularly to 
those engaged in handling food prod- 
ucts and munitions of war and all other 
supplies useful or necessary to the suc- 
cessful conduct of the war. 

The Governor calls attention to the 
fact that a number of trained inspectors 
have been furnished by the National 
Board of Fire Underwriters and other 
organizations to conduct a_ fire pre- 
vention campaign under the authority 
of the State Defense Council, through 
its industrial division. These men will 
advise and assist in taking precaution 
‘o prevent the slightest loss by fire. 
‘he co-operation of the people all over 
the State is requested. 


WHISKY AND LEATHER 

Since the introduction in 
of the proposed prohibition measure, 
over ten million gallons of whisky 
have been taken from the Government 
warehouses and placed in retail estab- 
iishments, and insurance + companies 
have been asked to place insurance 
on the stocks. Leather has also taken 
2 big jump in value, and it is said that 
ihere is not enough fire insurance capi- 
tal to cover the entire supply. 


RISKS 
Congress 





WHEREABOUTS 

At least one British censor has a 
sense of humor. Wher a soldier wrote 
home to his people that he had been 
buried alive for two hours in a demol- 
ished dug-out, he added: “I had the 
satisfaction of sending five of the Ger- 
mans to hell.” The censor drew a line 
through the sentence, but wrote under- 
neath: “It is not permitted to refer 
to the whereabouts of the enemy.” 


ENEM Y’S 


COMMISSIONERS? MEETING 

The annual meeting of the National 
Convention of Insurance Commission- 
ers will be held at St. Paul August 
28 to 31. As a number of Eastern 
commissioners desire to go by way of 
the Lakes, Insurance Commissioner 
Button of Virginia is organizing a party 
io leave Buffalo August 21, arriving at 
Duluth August 25. 
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How National Board 
Serves the Nation 


THANKED BY DIRECTOR OF COUN- 
CIL OF NATIONAL DEFENSE 


Field Forces Organized for Conserva- 
tion Work—Improvements at Ele- 
vators and Munition Plants 


A resume of what the National Board 
of Fire Underwriters has done in the 
cause of conservation of resources in- 
side the last three months is a matter 
for considerable pride. That it is ap- 
preciated is indicated by a letter from 
Director W. E. Gifford, of the Council 
of National Defense, who wrote: “We 
are much indebted to the National 
Board of Fire Underwriters for its 
splendid efforts in behalf of National 
defense.” 

In pursuance of the tenders of serv- 


ice made to the Council of National 
Defense, President Bissell of the Na- 
tional Board of Fire Underwriters 


addressed the Governors of the grain- 
growing States and of the cotton-pro- 
ducing States, urging their co-operation 
with the National Board and its affili- 
ated organizations for the purpose of 
safeguarding grain elevators and ware- 
houses, cotton gins and compresses, 
against the danger of fire. Later the 
scope of the work was extended to in- 
clude other food repositories, flour 
mills, coal properties, fertilizer works, 
saw mills, piers, docks and wharves, 
and letters were addressed to the chair- 
men of the various State councils of 
defense soliciting their co-operation. 


Advisory Committees 


Advisory committees of insurance 
officials were then appointed in differ- 
ent sections of the country, ten in all, 
to co-operate with State officials and 
committees in the inspection and safe- 
guarding of the above specified classes 
of properties as well as to bring about 
a general and widespread movement 
looking toward the conservation of all 
kinds of property. Meetings have been 
held in most States and have been at- 
tended by Governors, chairmen of ‘State 
Councils of Defense, State Fire Mar- 
Shals and officials of other State com- 
mittees. At these meetings property 
owners’ associations of various classes 
have also been represented. In every 
instance great interest has been aroused 
and the support of State officials and 
property owners has been quite gener- 
ally secured. 

The advisory committees having been 
appointed, we then circularized all 
members and all the various inspection 
bureaus and other affiliated organiza- 
tions, soliciting the services of their in- 
spectors, special agents, engineers, etc., 
for the purpose of carrying out the 
National Board’s conservation work. 


Each local advisory committee was 
furnished with a list of the various 


special agents in its territory and was 
requested to organize the field force 
therein for conservation work and to 
carry out any investigations and to se- 
cure any information which might be 
desired by any department of the Gov- 
ernment or of the Council of National 
Defense. In practically all the States 
thus far organized special authority has 
beén granted to National Board inspec- 
tors, usually in the form of a letter or 
card of identification, carrying the 
photograph and signature of the bearer 
and in addition the signatures of the 
Governor, State fire marshal, and in 
some cases that of the chairman of the 
State Council of Defense. In certain 
States where the law permits the State 
fire marshal has deputized insurance 
inspectors as assistant fire marshals. 
In New York the State Council of De- 
fense has a Bureau of Fire Prevention 
and has designated two of the board’s 
engineers as directors thereof and has 


provided an office for the use of this 
bureau and an appropriation for clerical 
hire, etc. 

Inspections 


. 

Inspections of the various classes of 
properties listed for the purpose of 
eliminating dangerous features which 
might result in fire are being made in 
great numbers, this work taking pre- 
cedence in all cases over the regular 
work of the men engaged in it. In- 
spectors are directed to impress strong- 
ly upon owners the importance of 
cleanliness, good housekeeping, etc. 
Their reports indicate that owners are 
quick to follow suggestions for im- 
provements. Inspectors are not per- 
mitted to talk of rates, to solicit in- 
surance, or in any way to discuss 
insurance during their inspections. The 
chief appeal is made to the patriotism 
of the owners and with the backing of 
State authorities the>-efforts of inspec- 
tors are meeting with much success. 
Where serious faults and defects are 
found prompt re-inspections are made. 
Where the owner is slow to realize the 
necessity for better conditions the facts 
are reported to the State fire marshal, 
the State Council of Defense or some 
other State official. 

The National Board of Fire Under- 
writers has prepared a pamphlet, “Safe- 
guarding Industry,” for the use of prop- 
erty owners, also placards containing 
suggestions for fire prevention, which 
are intended to be posted in conspicu- 
ous places in factories and warehouses. 
In addition, directions—including neces- 
sary blank forms—for a system of 
“Self-Inspection” have been prepared, 
All of these will be furnished to manu- 
facturers and merchants desiring them. 


Recently in connection with efforts 
to safeguard food repositories the Na- 
tional Board has come into close con- 
tact with the activities of the depart- 
ment managed by Herbert C. Hoover. 
“We have prepared for him a list of 
the terminal grain elevators at the 
principal grain storage centers, such 
elevators being graded by the engin- 
eers according to the factor of danger 
of fire which exists in each,” says Man- 
ager Mallalieu. “We have also gotten 
up a standard manual of ‘Rules and 
Suggestions for the Safeguarding and 
Maintenance of Grain Elevators,’ to be 
put into the hands of their owners and 
operators, and are organizing a system 
of co-operative supervision of such 
properties with Mr. ‘Hoover's approval. 


Munitions 


“Aside from our conservation service 
outlined above the National Board has 
been able to furnish a very consider- 
able amount of information to several 
of the sub-committees of the Council 
of National Defense and to some of the 
departments of the Government. To 
the Board of Munitions we have fur- 
nished and are still furnishing classi- 
fied lists of factories capable of manu- 
facturing munitions and many other 
commodities needed by the Govern- 
ment for war purposes. We have 
co-operated with the Emergency Con- 
struction Board, the Storage Committee 
of the General Munitions Board, and 
the Cantonment Committee by furnish- 
ing maps and diagrams of standard 
warehouses, alsO maps showing in de- 
tail the dock facilities at the principal 
Pastern ports. We have provided for 
the use of Mr. Hoover’s Department 
maps and diagrams showing the con- 
struction, area, capacity and fire pro- 
tection of the terminal grain elevators 
at the principal grain storage centers. 
Many of the maps referred to herein 
have been obtained through the cour- 
tesy of a map company. Two highly 
qualified engineers have been detailed 
for permanent service with the Emer- 
gency Construction Board and are plan- 
ning and supervising the construction 
of water works and designing the 
systems of fire protection for all of 
the new cantonments and for other new 
structures which the Government is 
erecting. In addition one of our en- 
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REVERSE INSURANCE ACTION 


New Jersey Errors Court Judge Sets 
Aside a Middlesex County Court 
Verdict 


With six judges voting to affirm and 
seven voting to reverse the action of 
the Middlesex County, N. J., Court, 
holding the Home Insurance Company 
liable for the amount of a policy after 
it had been transferred to Max and Abe 
Swiller, on Middlesex County property, 
has been set aside by the Court of 
Errors and Appeals of that State in a 
cecision just rendered. The case came 
to the Errors Court from the Supreme 
Court. The policy upon which claim 
was made was issued to Max Herman 
and Wolfe Fischer for a term of one 
ear. Five months afterward the 
property was conveyed to the Swillers, 
partners in the business, who also re- 
ceived the policy, and in turn gave it 
to their broker to have the ownership 
transferred. Before the policy was 
presented to the insurance company on 
the following day for indorsement of 
the transfer, the property was burned, 
but the agent was not informed of this 
fact. In reversing the judgment the 
Court said that the question to be de 


cided was whether the company was 
under a contractural liability to the 
Swillers for the loss after the title 


rested in them and before the indorse- 
ment of ownership. The trial court 
held that the company had agreed to 
such liability by its indorsement made 
efter the fire and without its knowledge 
that it had occurred. This was erron- 
eous, Says the Errors Court. 


FEDERAL FARM RISK BUREAU 


Bill Introduced in Congress Providing 
for Coverage of Growing Crops 
Against Hail and Tornado 
A bill has been introduced in Con- 
zress providing for the organization of 
a Federal farm risk bureau to insure 
growing crops against hail, tornado and 
ether hazards of the elements. The 
hill states that as the Government de- 
sires to stimulate protection of agri 
cultural products the bureau is to be 
created to insure growing crops when- 
ever it shall appear to the Secretary 
of the Treasury that producers are 
unable to secure adequate farm risk in- 
surance on reasonable terms. The bill 
appropriates $10,000,000 as a subsidy, 
with $100,000 for salaries and other 
expenses, and provides for an advisory 
board of three member:\, skilled in 
such insurance to assist in drafting 
forms, preparing rates and supervising 
adjustments. Similar State hail insur- 
ance plans have been tried in various 
western States, but most of them have 
resulted disastrously, as losses were 
rot paid in full and the State did not 
guarantee the indemnity. 


gineers has been detailed to direct in 
person at each cantonment the lay-out 
of water mains, the organization of fire 


brigades and the installation of both 
temporary and permanent fire protec- 
tive apparatus,” the National Board 
says. 
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Full Text of the Gately - Haire Decision 
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The Eastern Underwriter has been 
requested to print the text of the Court 
of Appeals decision im the Gately-Haire 
Case, Albany, which clearly defines the 
cancelation provision of the standard fire 
policy. Under this decision the only 
thing necessary for the insured to do 
to cancel his policy ts to gwwe wnequivocal 
notice to the company of his desire. The 
decision follows: 

Appeal by defendant from a judgment 
of the Supreme Court, third Appellate 
Division, modifying and as modified 
affirming a judgment entered upon an 
crder made at special term, which 
vranted a motion by plaintiff for judg- 
ment on the pleadings. 

The nature of the action and the 
‘acts, so far as material, are stated in 
the opinion. 

Ralph W. Gwinn for appellant. 

Franklin M. Danaher for respondent. 

The complaint in this action alleged 
that by a certain policy of insurance, 
dated May 5, 1915, the defendant in 
consideration of a premium to it paid 
by the co-partnership of Fitch & Hahn, 
said firm against loss or damage 
by fire on enumerated insured per- 
sonal property for the period of 
one year. In July, 1915, the plain- 
‘iff having purchased from Fitch & 
Hahn the insured property, the pol- 
icy of insurance, with the consent of 
the defendant, was assigned and trans- 
ferred to the plaintiff. On January 27, 


1916, the property described in the 
policy was damaged and in part de- 
stroyed by fire. Plaintiff thereafter 


duly served on defendant verified proot 
ct loss with a demand for payment of 
the amount claimed by reason of the 
loss. Defendant refused to recognize 
a liability under the policy. The 
answer served by defendant admitted 
the foregoing facts. 

A further allegation of the complaint 
that the policy was in force at the time 
of the loss was denied in the answer. 
As an affirmative defense, defendant 
alleged that under a provision of the 
policy which was set forth at length in 
the answer, defendant was required to 
cancel the contract when requested so 
to do by the assured; that on January 
18, 1916, nine days prior to the loss, the 
plaintiff made such request by a notice 
in writing addressed to defendant 
which was received by defendant the 
same day, which reads: 

“GatelydHaire fo., 
“108 State Street, 
“Albany, N. Y. 


“Jan. 18, 1916. 
‘Messrs. Van Alien & Hamilton, 
“8 Tweddle Building, 
“Albany, N. Y.: 
“Gentlemen: On taking our inventory 


Inc., 


we find we are carrying more _in- 
surance than is necessary. We wish 
to cancel policy No. 15,997 with the 


Niagara Falls Co. of the city of New 
York for $3,000. Cancellation to take 
effect at once. 

“Please give this matter your 
mediate attention and oblige, 
“Yours very truly, 

GATELY-HATRE CO., 

“Per J. 'L. Gately.” 


Each party moved for judgment on 
‘he pleadings. The application of de- 
fendant was denied. Judgment for the 
relief demanded in the complaint was 
granted to plaintiff. 

Upon appeal therefrom a slight modi- 
fication was made by the Appellate 
Division, and as so modified the judg- 
ment was affirmed. Defendant appeals 
to this court. 

The question presented by the plead- 
ings is one of law, viz.: Was the policy 
of’insurance in force on January 27, 
1916, the day when the loss occurred? 
The opinion of the justice at special 
term tersely stated the claims made 
by counsel for both parties. and evi- 
dently determined that the failure of 


im- 


plaintiff to surrender the policy with 
the notice of cancellation or prior to 
the loss, continued the contract of in- 
surance in force. I have reached a con- 


trary conclusion. 
Section 122 of the Insurance Law 
(Cons. Laws, chap. 28; formerly sec- 


tion 3, chapter 110, Laws of 1880) was 
enacted for the protection of an as- 
sured and conferred upon the assured 
the sole right to cancel a policy of 
‘fire insurance. It reads as follows: 


“Any corporation, person, company 
or association transacting the business 
of fire insurahce in this State shall can- 
cel any policy of insurance upon the 
request of the insured or his legal rep- 
resentatives, and shall return to him 
or to such representative the amount 
of premium paid, less the customary 
short rate premium for the expired 
time of the full term for which the pol- 
:evy has been issued or renewed, not- 
withstanding anything in the policy to 
the contrary.” 

Counsel for respondent argued that 
the letter of January 18, addressed by 
nlaintiff to defendant, was not a request 
to cancel the policy within the meaning 
of the Insurance Law for the reason 
tHat the statute requires a request 
thereunder to be couched in terms 
positive and unequivocal; that plaintiff 
merely expressed a “wish” to cancel 
the policy rather than a “request” that 
same be canceled, hence plaintiff failed 
te exercise the privilege secured to it 
to cancel the policy. The attempted 
distinction between the expressions 
“wish” and “request” is unwarranted. 
4 casual reading of the communication 
discloses the unmistakable intention of 
the plaintiff. It was carrying more in- 
surance than its inventory warranted. 
It expressed a desire to have the policy 
issued by defendant canceled, not at a 
future day or upon any condition but 
‘at once” and the urgency of the de- 
mand made was emphasized by a Tre- 
quest that defendant give immediate 
attention te the same. I conclude that 
the notice of cancellation fully complied 
with the requirement of the statute. 
Counsel contends that even assuming 
the notice of cancellation was sufficient 
‘n form. nevertheless it was ineffective 
to terminate the contract because the 
defendant did not give “immediate at- 
tention” to a cancellation of the policy 
as requested or take steps to cancel 
the policy, That argument proceeds 
upon the assumption that subsequent 
to a notice of cancellation received by 
an insurer from an assured some affirm- 
ative act on the part of the insurer is 
necessary to terminate the contract. 
The answer to the suggestion is two- 
fold, first, the statute which has been 
in force for a long period of time does 
not so provide but on the contrary au- 
thorizes an assured to cancel the policy 
at any time upon making request for 
cancellation and requires the insurer to 
cancel upon receipt of such request: 
second, the construction placed upon 
the statute by the decisions of this 
court is to the contrary. (Crown Point 
Tron Co. vs. Aetna Ins. Co., 127 N. Y. 
608, 614; Boutwell vs. Globe & Rutgers 
Fire Ins. Co., 198 N. Y. 323.) In the 
Crown Point case, as stated in the 
opinion, the question presented was, 
“Was the policy in force when the fire 
occurred?” The identical question pre- 
sented here. Judge Vann writing for 
the court in that case quoted the sub- 
stance of the statute and then inter- 
preted the same in the following lan- 
guage: “The command of the statute is 
clear and no discretion or option is left 
to the company. The sole requirement 
to set the command in motion is a re- 
quest by the insured, and after that 
request is made, the further continu- 
ance of the contract would be in con- 
travention of the statute.” The opinion 
also referred to the clause of the policy 
there under review which contained a 


provision in the language of the policy 
here considered that the “insurance 
may be terminated at any time at the 
request of the assured,” and the opinion 
then continued: “While the method of 
terminating the insurance upon the 
motion of the insured is not specified, 
except that the insured party is to re- 
quest it, the language of the contract 
indicates that the subject is within his 
control, and that the terminating act 
is to be done by him alone, without 
any concurrent or supplemental act on 
the part of the company.” The statute 
as thus construed was approved in the 
opinion in the Boutwell case and must 
be held controlling in the case at bar 
upon the narties to this action. 

I pass to the sugzestion that the 
policy was in force notwithstanding the 
request of plaintiff that the same be 


canceled by reason of a failure of plain-. 


tiff to surrender the policy and the 
omission of defendant to tender or pay 
the unearned premium thereon. The 
clause in the policy set out in the 
answer provides for a cancellation bv 
the company as well as by the assured. 
It reads: 

“This policy shall be canceled at any 
time at the request of the insured. or 
by the comnany, by giving five days’ 
notice of such cancellation. If this pol- 
icy shall be canceled as hereinbefore 
provided or hecome void or cease, the 
premium having been actually paid. the 
unearned portion shall be returned on 
surrender of this policy or last renewal, 
this comnany retaining the customary 
short rate, excent that when this policy 
is canceled bv this comvanv by giving 
notice it shall retain only the pro rata 
premium.” 


As bearing upon the privilege of the 
assured to cancel the policv it is essen- 
tial that the statute and the provision 
of the policy be read together. The 
statute peremptorily requires a_ can- 
cellation unon the request of the as- 
aured “notwithstanding anvthing in the 
nolicv to the contrary.” The nolicy is 
the standard form poliev adopted pur- 
suant to Jeeislative authoritv intended 
tn make effective the requirements of 
the statute which had been in force 
finee 1880. To adont the argument of 
counsel wonld reaunire this court to 
read into the statute and the noliev 
annroved hv law conditions nrecedent 
te a cancellation of the noliev by an 
assured which the leeislature in numer- 
ous ecdifications of the statute has 
emitted to imnose. TI cannot assent to 
such proposition. 

The volicv vrovides: “This noliev 
shall he eaneeled at any time at the 
renanest of the insured: if this noliev 
shall be canceled as hereinhefore nro- 
vided (at the rennest of the insured). 
the premium having heen actually paid, 
the unearned premiums shall he re- 
turned on surrender of the nolicy or 
jast renewal.” Tinder the statute and 
langenare of the noliev unon receint hv 
defendant of the notice of cancellation 
bv naintiff. the contract was inso facts 
terminated and “a further continuanee 
of the contract would be in contraven- 
tion of the statute.” ‘The contract 
terminated. The premium having been 
naid thereon the poliey nrepared hv 
legislative direction (Section 121. In- 
earance Taw) provides how and when 
the unearned premium shall be naid. 
viz.. “on surrender of the poliev or 
Jast renewal.” Tt does not provide for 
a surrender of the policy or refund of 
unearned premium as condition nre- 
cedent to effect a cancellation. but 
recognizes the absolute right of the as- 
sured to cancel a policy at anv time. 
and havine exercised such right that 
the assured becomes a creditor of the 
company for the amount of unearned 
premium as of the date of cancellation. 
nayable unon surrender of the policy or 
last renewal. 

Certain decisions relied upon by 
counsel necessitate reference to the 
clauses of the policy relating to the 
right of an insurer to cancel the same. 
The provision is: “This policy shall be 
canceled at any time by the company 


by giving five days’ notice of such can- 
eellation, if this policy shall be can- 
celled as hereinbefore provided (by giv- 
ing notice) the premium having been 
actually paid, it (the company) shall 
retain only the pro rata premium.” 

In Nitsch vs. American Central Ins. 
Co. (affirmed without opinion, 83 Hun, 
614; 152 N. Y. 635) the trial justice held 
that under a like provision in a policy 
an insurer could not make the notice 
of cancellation effective and at the 
same time retain the whole premium, 
that the notice of cancellation by the 
company could only be effective by an 
octual tender of the unearned premium. 
That decision was followed in Tisdell 
vs. New Hampshire Fire Ins. Co. (155 
N. Y. 163), and while determining the 
right of a company to terminate a pol- 
icy has no application to the right of 
an assured to cancel the contract. 


The case of Buckley vs. Citizens In- 
surance Co. of Mo. (188 N. Y. 399, 404), 
cited in the opinion at special term and 
statements contained in the opinions in 
the Crown Point and Boutwell cases 
it is said by counsel are decisive of 
the right of plaintiff to recover in this 
action. 


An examination of the opinions in the cases - 
cited when interpreted with regard to the sub- 
ject-matter under consideration by the court 
demonstrates the fallacy of that argument. In 
the Buckley case the policy was terminated 
by the company, not by the assured. Accom- 
panying the notice of cancellation the com- 
pany requested a return of the policy. Buckley 
returned the policy and ieovesther a loss oc- 
curred. The unearned premium not having 
been paid by the company, Buckley asserted 
that. the policy was in force, brought action 
thereon and recovered judgment. his court 
reversed the judgment on the ground that the 
voluntary and unconditional surrender of the 
policy was as matter of law a waiver of his 
right to treat the policy as in force until the 
company paid or tendered to him the un- 
earned premium, distinguishing the cases of 


Nitsch v. American Cen. Ins, Co. and Tisdell 
v. N. H. F. Ins. Co. Notwithstanding the 
fact that the reversal of the judgment pro- 


ceeded upon the sole ground of waiver; that 
the question of the right of the assured to 
cancel a policy of insurance under the Insur- 
ance Law on the policy was not presented 
upon the appeal before the court, the opinion 
continued: “It is a question of vital im- 
portance to the insurer and the insured as to 
the precise meaning of the cancellation clause 
in the standard policy. The situation is not 
a complicated one and the court desires to so 
construe the clause that its meaning may be 
made clear. If the insurance company desires 
to cancel it must, as we have held in the 
cases cited, not only give the notice required, 
but accompany it by the payment or tender 
of the pro rata amount of the unearned pre- 
mium; it cannot legally demand of the insured 
the surrender of the policy and its cancella- 
tion until this is done. If, on the other hand, 
the insured desires to terminate the contract, 
he must give the notice of cancellation, allow 
the company to retain the customary short 
rate of unearned premium and surrender the 
policy. If the company fail, on demand, to 
pay the balance of the premium due he can 
sue and recover the same.” 

Counsel for plaintiff interprets the decision 
of the Buckley case as a determination that 
a surrender of a policy is necessary to ef- 
fectuate a cancellation of the same.  Refer- 
ence is not made in the opinion to the pro- 
visions of the Insurance Law that an insurer 
shall upon request of the assured cancel a 
policy, nor to the construction placed upon the 
same by this court sixteen years before the 
decision of the Buckley case in the Crown 
Point Co. case, where it was held that the 
request of an assured for a cancellation upon 
receipt of same by the insurer ipso facto 
terminated the contract. hen occasion de- 
mands that a decision solemnly made by this 
court cannot longer be considered as controll- 
ing, it is the universal practice not only to 
indicate that fact in unmistakable language 
but to point out the reasons why such con-’ 
clusion has been reached. Had this court 
intended to adopt a rule of construction ad- 
verse to the one so clearly defined in the 
Crown Point Co. case, precise language to 
that effect would be found in the opinion. 
That it was not intended to overrule the 
earlier construction is evidenced hy the fact 
that in the Boutwell Case (193 N. Y. 323), 
decided eighteen months after the decision of 
the Buckley case, this court in a unanimous 
opinion referred to the decision of the Crown 
Point Co. case, quoted at length from the 
opinion therein upon the interpretation of the 
Insurance Law and reiterated the principle 
that the receipt by an insurer of an uncon- 
ditional request for cancellation ipso facto 
cancels the contract. The opinion in the 
Buckley case does not change or weaken the 
construction of the statute as determined in 
the Crown Point Co. case, rehffirmed in the 
Boutwell case. The judge writing in the 
Buckley case in sneaking of the unearned pre- 
mium and surrender of the policy referred to 
the rights of the parties subsequent to the 
cancellation of the policy. Thus the opinion 
states, “he (the assured) must * * * allow 
the company to retain the customary short rate 
of unearned premium,” that is, the premium 


(Continued on page 18.) 




















July 27, 1917. THE EASTERN UNDERWRITER 17 
CASUALTY AND SURETY POINTERS Accident Fidelity 
Health Automobile Contract Judicial 
Attacks National that a property owner will almost in- Plate Glass Public Official 
he can obtain at the minimum cost, and | Burglary Liability Depository Bonds 


Plate Glass Bureau 





F. & C. DISCREDITS MOTIVES OF 
ITS PROMOTERS 


Company Says it is Attempt of Rate 
Cutters to Shirk Responsibility 
of Their Acts 


The Fidelity & Casualty in the last 
issue of its “Bulletin” has this to say 
of plate glass insurance, which it has 
headed “The Day of Reckoning”: 


‘Those plate glass insurance com- 
panies that in the past sacrificed sound 
underwriting methods to their ambition 
for a rapidly increased volume are to- 
day paying the penalty of their reck- 
iessness. And the results that were pre- 
dicted by conservative underwriters are 
being fully realized. 

The companies that have steadfastly 
adhered to normal rates, and in conse- 
quence lost a large volume of business 
by the ruthless attacks of the rate-cut- 
ters, are now asked to step in and save 
these people from the result of their in- 
judicious underwriting—if the words 
may be used to describe their methods. 


Pretend Co-Operation 

Under the guise of co-operation the 
promoters of the (National Plate Glass 
Insurance Bureau are making strenuous 
efforts to reduce the loss which such 
so-called competitors will undoubtedly 
suffer this year. It is not from purely 
altruistic motives, however, that they 
are advocating the adoption of uniform 
rates, because, judging from the annual 
statements of 1916, some of the sup- 
posedly conservative companies them- 
selves fell under the speli of cut-rate 
competition. And the average premium 
rate of the aggregate business in force 
is materially reduced by the volume 
written at inadequate rates. 

The far-reaching effect of such com- 
petition may be measured in some de- 
gree by the lack of solicitation by the 
agents of the company that refuses to 
accept business at rates below cost. 
After a few experiences which show 
such agents the advantage which ac- 
crues to their cut-rate competitors, fur- 
ther solicitation is discontinued. An- 
other reason for the inactivity of the 
agent of the conservative company is 
his unwillingness to expose himself to 
the loss of collateral lines by writing 
the plate glass risk. The cut-rater, on 
the other hand, makes use of his in- 
adequate figure to arouse the assured’s 
suspicion that he is paying excessive 
rates on other lines. 

Problem of Conservative Companies 

Therefore the problem that confronts 
the conservative company is whether 
it is better to enlarge its agents’ op- 
portunities of business-getting by agree- 
ing to the rates proposed at this time, 
and thus stimulate the development of 
business, or to be satisfied with a mod- 
erate growth at rates of its own deter- 
mination. One advantage to be gained 
by such an agreement lies in the fact 


his inability to secure plate glass insur- 
ance from the financially weaker com- 
pany at a lower rate than that charged 
by the company whose position is un- 
assailable will eventually lead to a 
larger patronage of the latter. This re- 
sult would indirectly benefit the agent. 

Of course there is a natural inclina- 
tion to compel the former cut-raters to 
suffer the consequences of their pre- 
vious actions and a very decided disin- 
clination to help them out of their pre- 
carious situation by establishing rates 
that will allow them to continue in 
the business. It is believed, how- 
ever, that the interests of agents 
of the conservative companies are 
vetter served by placing them at 
once on an equality with all than by 
waiting for the inevitable day of reck- 
oning on which the business will be 
placed on the books of the solvent re- 
insurer. While such reinsurance trans- 
actions are merely steps in the process 
of elimination of the cut-rater and the 
centralization of business with the con- 
servatives, they also seem to be the 
height of inconsistency. They really 
mean that the business is thus acquired 
in bulk at rates which the reinsuring 
company refuses to meet when indi- 
vidually submitted to it. 


Effect of Cut Rates 

The question also arises whether it 
is better to await the day of retribution 
and incidental reinsurance or to agree 
at this time to a system of rates which 
will result in a gradual accumulation 
of such business through the stimula- 
tion of soliciting effort. The cut-rater 
loses the business in either event, but 
in one case the agents of the reinsuring 
company secure the business and in 
the other case all agents have an equal 
opportunity. 

We have studied the situation care- 
fully from every angle, and believe that 
in those States where we have agreed 
to follow the adopted rates our agents 
will approve of our action. We feel that 
by so doing their opportunities for busi- 
ness-getting will be broadened, and that, 
backed by the prestige of this Company, 
we can confidently expect them to in- 
stitute a vigorous campaign for busi- 
ness, bearing in mind that the cut-rater 
must charge his client a renewal rate 
which will offer no inducement for fur- 
ther patronage of other than the strong- 
est company. 

STEVEDORE RATES 

The Workmen's Compensation Serv- 

ice Bureau is giving careful study to 


the Supreme Court decisions in con- 
nection with stevedore risks. It is not 
known at this time whether any 


changes will be made in the rates for 
this class or not. 


REORGANIZE COMMITTEE 
Matters are proceeding satisfactorily 
in connection with the reorganization 
of the standing committee on Work- 
men’s Compensation rating. This com- 
mittee is composed of representatives 
of the different boards. 
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The Great Eastern 
Casualty Examination 


COMPANY HAS HEALTHY GROWTH 


Report Discloses Underwriting and 
Investment Profit of $200,820.62 


in Three Years 


The examination of the great EKastern 
Casualty Company by the New York In- 
surance Department as of March 31, 
1917, has been completed and shows 
the company in excellent condition. The 
Department examiners report the total 
admitted assets on that date as $1,322,- 
557 and give the liabilities as follows: 

Liabilities 

Unpaid losses, including expenses: 
Accident and health $127,397.33 
Plate glass 9,623.78 
Burglary and theft 29,628.28 
Auto property damage .... 1,877.16 


BORG .xcctseatencnsa venues $162,526.55 
Special reserve for unpaid 

liability and Workmen's 

Compensation losses $23,939.62 

Total unpaid losses $192,466.17 
Unearned premiums ..... 494,635.24 


Commissions on _ policies 
effective on or after Jan. 
c SOS ovanaweewatenses 

Salaries, renis, expenses, 
bills, accounts, fees, etc., 
due or accrued 

Estimate of State taxes due 
or accrued 


65,150.68 


ed. arti 5,866.15 
11,575.86 
4,199.68 


Ke-insurance (net) ....... 
Due agents for commis- 
sions under profit-sharing 


contracts 1,925.55 


Outstanding checks credited 1,007.51 
Total liabilities, except 
EE Addancuasceenss $776,826.84 
Capital stock paid up in 
OOS | divvsaca ne teunnner $350,000.00 
Surplus over all liabilities 195,530.86 


Surplus to policyholders. 545,530.86 


Total liabilities ........ $1,322,357.70 
The examiners say: 
“The condition of the company has 


liabilities 


shown material improvement since the 
Department’s examination as of March 
61, 1914. Its admitted assets have in- 
creased during this period from $949,- 
568.77 to $1,322,357.70, including $100,- 
000 from an increase of capital stock; 
its liabilities, exclusive of capital, from 
$638,858.53 to $776,826.84, and its sur- 
plus from $60,710.24 to $195,530.86. The 
significance of these figures is that 
while the business of the company has 
increased, its liabilities have borne a 
decreasing ratio to the admitted assets, 
and the surplus a corresponding in- 
crease in the ratio to liabilities. The 
growth of the company, therefore, has 
Leen healthy, which is further indi- 
cated by an underwriting profit during 
the past three years of $85,138.71, and 
an investment profit of $115 681.91.” 


CONTINENTAL’S B’KLYN AGENT 


Former General Agent of General 
Accident Makes New Connection 
Effective Immediately 
Sylvester L. O'Brien on Wednesday 
was appoinied general agent for Brook- 
lyn of the Continental Casualty, of 
Chicago, for all The appoint 
nent is effective immediately and Mr. 
O’Brien has already begun to accept 
business. Mr. O'Brien was general 
ugent the General Accident until 
iast 


lines. 


of 
week. 

Mr. O'Brien was one of the first em- 
ployes of the liability department of 
the New York office of the Aetna which 
i.e joined in 1901 as a special agent fn 
“rooklyn. He left the service of the 
Aetna to go with the Mmpire State 
Surety, on the failure of which he was 
inade manager of the home office auto- 
mobile department of the Ocean Acci- 
dent & Guarantee. After five years in 


this position, he joined the General 
Accident in 1914 as general agent in 
brooklyn. 


ENTERS N. Y. FOR COMPENSA- 
TION 
The Continental Casualty of Chicago 
will begin writing Workmen's Compen. 
sation and the usual liability lines in 
connection therewith, in New York 
State after September 1. 
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IN CONNECTION WITH WAR 


Travelers Offers Accident Insurance to 
Policyholders Who Go Abroad— 
Gathering Data 


At the rates charged for accident in- 
surance, it is manifestly impossible to 
cover the transportation hazard _be- 
tween this country and Europe, Africa 
or Asia, nor can the company cover at 
such rates the war hazards in the zone 
where such hazards prevail, said Sec- 
‘etary Ahern, of the Travelers, in a 
letter to agents of that company: 

“There jis no obligation to extend 
special coverage for the transportation 
and war hazards to those who _ pur- 
chased insurance after the declaration 
of war by the United States, but to 
those going abroad to engage in some 
form of service in connection with the 
war who were insured with us prior to 
April 3, 1917, we will give the privilege 
of applying for the unrestricted serv- 
ice ‘a’ and ‘n’ form of death and dis- 
memberment accident policy, for an 
wmount which the premium theretc’ -e 
paid by the insured to this company 
for accident insurance will purchase, 
hut not in excess of $2,000 principal 
sum, and application may be made for 
$1,000 principal sum where the annual 
premium theretofore paid is less than 
$50,” he said. “The company reserves 
the right to reject any application so 
made. 

“Policies of regular forms in force on 
such risks must be surrendered before 
the insured leaves this country. Please 
advise us the names of any policy- 
holders on your books who have gone 
or are going to any part of Europe, 
Asia, Africa or Australia, what branch 
of service they will be engaged in and 
how long they expect to remain.” 


PHOENIX INDEMNITY DISSOLVED 


General Adverse Conditions and Money 
Stringency Cause Directors to 
Return License 


The Eastern Underwriter learns on 
good authority that the Phoenix In- 
demnity Co., of Phoenix, Ariz., has been 
dissolved. The company was organized 
last January and licensed in March 
with a deposit, capital and surplus of 
$1,000,000. ‘The company had assumed 
no liabilities and the directors, in sur- 
rendering the license and requesting 
the return of the deposit, gave as their 
reasons for abandoning the company 
the general adverse business conditions 
on account of the war and the money 
stringency. 


AUTO INSURANCE FIELD 
‘The war has had the effect to put 
out of commission a large percentage 
of automobiles in Great Britain. The 
humber, roughly estimated, is placed 
at two hundred thousand. ‘What effect 
“he iwar will have upon the use of 
motor vehicles in the United States is 
ae yet problematical. It is estimated 
‘hat there are at present something 
like four millions of motor vehicles in 
use in this country, and the output at 
the manuiactories has not been cur- 

tailed by the lack of demand here. 


J. M. BOGGS PROMOTED 

John M. Boggs, who has been man- 
ager of the Commercial Accident De- 
partment of the National Life of the 
U. S. of A., has been appointed super- 
visor of agents of the life department, 
rucceedins, O. G. Wilson, who has gone 
with the Des Moines Life & Annuity. 

F. W. Benjamin, formerly superin- 
tendent of the industrial and accident 
nealth department of the Prudential 
Casualty, and more recently of the 
monthly payment department of the 
Chicago Bonding & Insurance Co., has 
been appointed district manager at 
Indianapolis for the Peerless Casualty 
of New Hampshire. 


W. F. MURPHY WITH TRAVELERS 


Special Agent of London & Lancashire 
Indemnity Will Become Compen- 
sation Assistant on August 1 


William F. Murphy has been ap- 
pointed compensation assistant of the 
New York office of the Travelers. The 
appointment is effective August 1. 
While bearing the nominal title of com- 
pensation assistant, Mr. Murphy’s work 
will consist of helping the New York 
hrokers in all casualty lines as well as 
compensation. 

Mr. Murphy has had a broad casualty 
experience. He has been special agent 
of the London & Lancashire Indemnity 
for about two years, prior to which he 
was special agent of the Casualty Com- 
pany of America for a long period. In 
cach instance he worked with the New 
York brokers in all branches of the 
business. He entered the business with 
Gordon, Roberts & Co. 

GETS $7,000 VERDICT 

The Appellate Division of the Supreme 
Court of this state has rendered a 
unanimous opinion affirming with costs 
a judgment in favor of Anna M. Ham- 
mill against the Commercial] Travellers’ 
Insurance Company of America. The ac- 
tion was brought to recover $7,000 the 
amount of an insurance policy issued by 
this company in favor of Mortimer J. 
Hammill of Brasher. His sister, Anna 
M. Hammill was the beneficiary named 
in the policy. The insurance company 
refused to pay the claim on the ground 
that the beneficiary had not furnished 
sufficient proof of the injury or that the 
injury was the cause of Hammill’s 
death. The insurance company also 
maintained that the notice of the acci- 
dent was not given in time. 

A RECORD OF ACCIDENTS 

According to the ‘Travelers, which 
has tabulated 20,302 accidents, the 
largest number was 38,542 contributed 
by the hazard of being at home; 2,761 
were from automobiles; pedestrians 
are credited with 2,541, and sports and 
recreations with 2,061. Elevators were 
responsible for the most serious acci- 
dents, showing the largest proportion 
of fatalities, but auto accidents con- 
tinue to increase more rapidly than 
any other cause, 


AGENCY MANAGERS’ MEETING 

The National Agency Managers As- 
sociation of Health and Accident In- 
surance will hold its annual meeting at 
Pittsburgh, July 25. An increase in 
commission to be paid general agents 
will be urged. 
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Industrial, Life, Health and Accident Insurance 
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The highest attainable 

Practice propositions of men in 

Business business life are com- 

Righteousness plete and satisfactory 

results. The accom- 

plishment of such results is so depend- 

ent on persevering effort and ceaseless 

care and work that otherwise they are 
unattainable. 

Whatever is undertaken with honest 
‘ntent in a straight forward business 
deserves success. 

Disappointment may occur, obstacles 
yiaay intervene, difficulties may arise, 
storm clouds may threaten but threat- 
ening and apparently formidable as 
they are will matter little in the face 
«f ceaseless and unremitting persist- 
ency in the carrying out of honest en- 
deavor and method in business. 

Temptation to get around or over- 
come threatening things, by what are 
called shrewd business tactics, even 
though plausible and promising, spells 
“danger” and eventually “disaster” if 
yielded to. 

Trickery, device and sharp practice 
are foes to honesty and gains made 
thereby are illegitimate and neither 
comforting nor permanent. 

There is no prospect for genuine per- 
manent success where wrong methods 
are used and everything that pertains 
tv, or borders on aught else save ab- 
solute straight forward honesty is 
wrong, individually demoralizing, and 
lowers the tone of business. 

The greatest study for a person in 
business life is of self. Study to know 
ene’s self; his own personality, char- 
acter and possibilities, his own moral 
standing, strength and ability to hold 
in check and resist an almost natural 
desire to overreach and get a little the 
best of somebody else. 

Only by and through such study is 
that true business manhood cultivated 
and established which leads to build- 
ing up and conducting a business on 
the principle and basis “Do unto others 
as you would have others do unto you,” 
which is the only true principle of busi- 
ness life and makes for success through 
both the living and the doing. 

To be genuinely successful means to 
be genuinely honest.—‘Preferred Pilot.” 





The Greatest Selling Help 


for the accident insurance agent is 


Prompt and Liberal Claim Service 
WE GIVE IT 





C. A. TIMEWELL, Resident Manager 
123 WILLIAM STREET 
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There are Great Opportunities 


for agents in unoccupied territory 


Write us to-day 





The Standard Accident Insurance Co. 
of Detroit, Mich. 


NEW YORK CITY 








THE NATIONAL RELIEF 


The National Relief Assurance Com- 
pany of Philadelphia, has during the 
past three months, experienced the 
best business in its history. The June 
yusiness proved to be five per cent. 
better than that of the best previous 
month, and July is expected to main- 
tain the increase. The company spec- 
jalizes in the $1.00 per month com- 
bination accident and health policy, 
which is proving popular throughout 
the territory in which the company 
operates. During the past ten years 
the company’s premium receipts have 
grown from $16,375, in 1906, to $205,- 
147 in 1916. M. S. Boyer has been 
its president six years, during which 
iime he has infused new life into the 
company. 





Gately-Haire Case Decision 
(Continued from page 16.) 


which would have been payable had the pol- 
icy been originally written for the time in 
which it actually remained in force. If the 
policy in question was not ipso facto can- 
celed upon request of the assured, the com- 
pany was powerless to change the rate of 
premium and retain the customary short rate, 
likewise the assured could not demand the 
balance of the premium, or maintain an ac- 
tion to recover the same if the contract was 
still in force. The contract terminated by the 
request, the company was then required by 
the policy to compute the amount of premium 
due the assured after such cancellation, for 
which amount it became a debtor to the as- 
sured. Such indebtedness was payable on 
surrender of the policy. In the event of the 
failure on the part of the company to pay the 
same, ithe assured was then at liberty to “sue 
and recover the same.” 

The principle established in the Crown Point 
Co. case, approved in the Boutwell case, has 
been adopted and followed in numerous cases 
in other jurisdictions (Webb v. Granite Ins. 
Co., 164 Mich. 139; Hillock v. Traders Ins. Co., 
54 Mich. 531, 539; Colby v. C. R. Ins. Co., 66 
Iowa, 577; Parsons v. N. W. Ins. Co., 133 
Iowa, 532; Davidson v. German Ins. Co., 74 
N. J. L. 487; El Paso Co. v. Hartford Ins. 
Co., 121 Fed. Rep. 937; Skillings v. Royal Ins. 
Co., 6 Ont. L. Rep. 401) and is still the law 
in this State. 

In the Crown Point Co. case six several ac 
tions against six several insurance companies 
were tried before a_ referee who reported in 
favor of the plaintiff in each action. The 
judgments entered thereon were reversed by 
the General Term. On appeal to this court 
the order of the General Term in the action 
against the Aetna Company was affirmed; in 
each of the remaining actions the decision 
of the General Term was reversed and the 
judgments entered upon the report of the ref- 
eree affirmed, 

In each case the companies interposed as an 
affirmative defense that prior to the fire the 
plaintiff had surrendered the several policies 
for cancellation and terminated the insurance. 
The court held that the policy of the Aetna 
Company, with notice of cancellation, had 
been received prior to the time of the loss, 
but that as to the other companies the policies 
and notice of cancellation were not received 
until suwhsequent to the loss. 

All that was written in the Crown Point 
Co. case upon the question of surrender of a 
policy had reference to the facts appearing 
in that case where there had been a volun 
tary surrender of the policy by the assured 
accompanying the request for cancellation. 

In the Boutwell case, to which reference has 
heen made, a binding slip had been issued but 
no premium paid thereon or on the policy 
subsequent to the loss. In an action upon 
the policy, judgment was rendered for de 
fendant, which was affirmed by the Appellate 
Division but reversed by this court for the 
reason that the request for cancellation as 
made carried with it and as a part of it the 
abandonment by the defendant company of 
any claim for insurance premiums, and_ the 
court held, “To avoid an assent to the con- 
ditional proposition it was necessary for the 
agents to reject it wholly. The rejection of 
the proposition left the binding slip and the 
policy isswed thereon unaffected and at full 
force at the time the loss occurred.” (p. 327.) 

Additional decisions cited by counsel for 
plaintiff, respondent, have been examined and 
considered. To distinguish each case and 
excenpts quoted by counsel from the same 
would extend this already voluminous opinion 
at too great length. 

The judgments of the Appellate Division 
and Special Term should be reversed, and the 
complaint dismissed, with costs to appellant 
in all courts. 
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“In every good-sized city in 

The the United States there is a 

Night large number of men whose 
Workers hours of occupation are be- 

tween sunset and sunrise; in 
other words, ‘night workers’ the nature 
of whose work calls for their being on 
cuty from evening until morning,” says 
the “Agency Edition,” of the Aetna. “In 
ihe largest cities the number of these 
night workers is enormous and among 
them are many whose occupations 
bring them under classes: select, pre- 
ferred, extra preferred and ordinary, 
and who are in every way desirable 
prospects for accident and health in- 
surance. Among these are editors and 
reporters on newspapers, express, rail- 
road, telegraph and telephone’ em- 
ployes, and many others. 

“Probably not one of a hundred of 
these men is ever solicited for acci- 
dent and health insurance and there is 
a profitable and unworked field open to 
the agent who gets after this class of 
risk. 

“Usually the night worker is not 
hampered by rules or restrictions as to 
nis time, as is the average day worker 
during business hours, and is more free 
to talk personal business. 

“We would like to see at least one 
enterprising Aetna-izer in every com- 
munity of 50,000 people or over try out 
and report on the results obtained from 
a systematic canvass of night workers.” 

* * ca 
He is the every-day type of 
man you meet on the street, 
office, at the theater 


The 
Seventh in the 


Man or at the club. There is 
nothing particularly striking 

ubout him. Perhaps he belongs} to 
your church and if he _ does, the 


chances are that he is about as regular 
in his attendance as you are. He has 
about the same virtues and shortcom- 
ings that most men have. He plays 
golf in summer and now and then joins 
the ranks of the “tired business men” 
in winter. He goes to the movies 
and laughs at Charlie Chaplin. He 
reads the sportins page of his news- 
paper first and then turns to the daily 
cartoon. He is something of a_ base- 
hall fan and can hold his own with 
anyone when the current’ baseball 
“dope” is being bandied about. Oc- 
casionally he takes a flier in Wall 
Street, but it is not often that he cares 
to boast about it. 

This Seventh Man is just an ordinary 
human being. Perhaps he has a wife 
and a family. If he has, the chances 
are that he holds their welfare above 
everything else. His home is about like 
yours. So is his home-life. He en- 
joys good health, and takes excellent 
care of himself. He is sheltered from 
all but the ordinary dangers of life and 
does not feel that harm can come to 
him in a physical sense. In other 
words he has perfect confidence in his 
cwn safety at all times. If anyone 
should seriously suggest to him the pos- 
sibility of his being injured or killed 
by accident, he would ridicule the idea 
just as you or any other red-blooded 
man would. Not that he thinks of him- 
self as bearing a charmed life, but 
merely that all his past experience has 
ministered to this deep-seated feeling 
of personal safety and immunity from 
accident in a physical sense. 

Where is this Seventh Man to be 
‘ound? In any crowd, in any circle of 
friends, in any set of business associ- 
ates, in. any group of workers, there 
are likely to be seventh men. A 
Seventh Man is not necessarily the 
seventh son of a seventh daughter nor 
is he ordinarily like “the objection- 
able tenth man” descrihed by a distin- 
guished popular writer as a “perpetual 
menace against aggressors for the pro- 
tection of the other nine.” This writer's 
idea was that you could swing your um- 
brella about with impunity to the danger 
ef nine of your fellows, but that when 
the tenth man came along, this im- 


punity vanished. Instead of standing 
for this . unwarranted “umbrella-ing,” 
ihe newcomer would seize the umbrella 
and subject you to the same treatment 
vou had been inflicting upon your fel- 
lows prior to his arrival. 

Who is this mysterious Seventh 
Man? He may be your friend or 
neighbor. He may be the victim of 
your carelessness. He may be a mem- 
ver of your household. He may be you. 
If his identity does not coincide with 
veurs, he ts probably a man like your- 
self who is careful and takes no unnec- 
essary chances, who has no fears for 
ihe future, and whose feeling of per- 
sonal safety is too deep-seated to admit 
any serious consideration of the men- 
aces which surround him. He takes 
precisely the same view of life’s un- 
certainties that you do. Why then 
should he be arbitrarily set apart, with 
some 14,000,000 of his fellows, as a 
Seventh Man? 

Who knows? The tragedy of being a 
Seventh Man lies in the fact that one 
never suspects it until one has been run 
down by a motor car or had one’s 
skull fractured by falling on a slippery 
pavement or injured in some other 
accident. Who knows why one in 
seven is killed or injured every year 
hy accident? Who knows whether or 
not he is destined to be a Seventh Man? 

“Agency Edition Aetna.” 

Le * * 


It is the Now and Then man 

Now who never develops success as 

and an insurance agent or, in fact, 

Then anything else. Among accident 

insurance agents there is a large 
percentage of Now and Then men. 
They Now and Then secure an appli- 
cation and because of so doing cling to 
their title of agent. 

Now and Then—Now and Then an 
application! What can they expect 
from a Now and Then regime. A Now 
end Then method of eating is not con- 
ducive of health or physical energy. 
Regularity of meals is a necessity in 
the gaining and maintaining of health 
and strength. Similar regularity is 
equally. indispensable in the insurance 
business. 

Regularity—regular work in securing 
applications is absolutely necessary to 
business health and success. 

Now and ‘Then won't work in any- 
thing and it certainly won’t work in 
accident insurance. 

Ask the Now and Then agent as to 
his measure of success and, if honest, 
he must reply “nothing to speak of, 
now and then I secure an application,” 
at the same time feeling an inward 
consciousness of shame because. of his 
membership in the ranks of the Now 
and Then men, 

Poor fellow! To be a member of the 
ordinary branch of Now and Then men 
means nothing in the way of satisfac- 
tion or success. 

There is, however, a different and 
successful branch of Now and Then 
men, which they can join, and which 
they will join if they are true to them- 
selves and really desire to rise above 
inediocrity. 

This successful branch is composed 
of agents who Now secure an applica- 
tfon and Then Some. 

No sooner do they get an application 
‘han they are on the go for another 
and their slogan is “a Now application 
and Then Some.” 

This involves steady, constant work, 
and no succcess in any branch of busi- 
ness can be reached except thereby. 

Get out of the Now and Then branch 
at once and enlist for keeps in the 
Now and Then Some corps of workers 
and do it now.—‘‘Preferred Pilot.” 





” * * 
Henry Miller, of the 
What Commercial Casualty, 


Harry Miller after his daily work of 


Has Done nine hours, always finds 
time to secure sOme new 
business. He has built up a $200 a 


month collectible debt as a part time 
man. He created this amount of busi- 


ness after six o’clock P. M. 
+ a 





W. E. SMALL, President PETER EPES, Agency Mer. E. P. AMERINE, Secretary 


GEORGIA CASUALTY COMPANY 


HOME OFFICE: MACON, GEORGIA 


“DIXIE AUTO POLICY” 
THE LAST WORD IN MOTOR INSURANCE 


Surplus and Reserves to Policyholders........$1,526,022.81 








The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
HOME OFFICE, 47 CEDAR STREET 
CHARTERED 1874 
Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
Russell R. Cornell, Vice-Pres. S. Wm. Burton, Sec. Alonzo G. Brooks, Ass’t Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 








THE SIGN OF GOOD CASUALTY INSURANCE 
HEAD OFFICE F. J. WALTERS 





CHICAGO Resident Manag 
coon 55 JOHN STREET 
F. W. LAWSON 


New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 


e y. " 


General } Manager 
Liability, Accident, las: Da 
Burglary, Boiler and oo ‘ Reskiewt Managers 
Credit Insurance Established 1869 New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 











BUSINESS=BUILDERS 
DEVELOPING 
i Fidelity and Surety Bonds, Liability Workmen’s 
Aug? Compensation, Automobile, Accident, Health, 
2” Burglary and Plate Glass INSURANCE 


; APPRECIATE THE CO-OPERATION OF THE 

















Massachusetts Bonding and Insurance Company 
BOSTON T. J. FALVEY, President 
Paid-In Capital $1,500,000 Write For Territory 











The Fidelity and Casualty Company of New York 
92 LIBERTY STREET, NEY’ YORK, N. Y. 


Metropolitan Office—92 William Street 
Annual Statement, December 31, 1916 


BODE cvcrccorscneceseosnccscsucnessonescnseooesessesseoessone $13,788,795.23 
TARIIEGS occcccccccsvevessecvccccvcescsvsseccevedssnccceseeese 9,708,052.97 
COBEERE ccvcccccccccccensacececcccsccccvecescesccecevcocccevesese 1,000,000.00 
Surplus over all liabilities. ...........-.secccceseccccecececees 3,080,742.26 
Losses paid to December 31, 1916........-+cccsccceccceeesnee 56,090,684.58 


This Company issues contracts as follows: Fidelity Bonds; Surety Bonds; Accident, 
Health, and Disability Insurance; Burglary, Larceny, and Theft Insurance; Plate Glass 
Insurance, Liability Insurance—Employers, Public, Teams (Personal Injury and Property 
Damage), Automobile (Personal Injury, Property Damage and Collision), Physicians, 
Druggists, Owners and Landlords, Elevator, Workmen's Compensation—Stecam Boiler In- 
surance; Fly-Wheel Insurance. 
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The Employers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 
SAMUEL APPLETON, United States Mgr. 
Employers’ Liability Building 
33 BROAD STREET, BOSTON, MASS. 
AGENTS WANTED 


SURETY 


COMPANY 
OF 


NEW YORK 


100 BROADWAY 








Fidelity and Surety Bonds 














20 * THE EASTERN 


UNDERWRITER 


July 27, 1917. 
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The Columbian National Life 
OF BOSTON 
ARTHUR E. CHILDS, President 
A CHANGE may be necessary to realize your ambition 
Think a minute—then write 
WM. H. MASTIN FRANK D. LOMBAR 


SUPERINTENDENTS OF AGENCIES 


(West of the Mississippi). (East of the Mississippi). 
SYMES BUILDING 77 FRANKLIN STREET 
DENVER, COLO. BOSTON, MASS. 
DARL D. MAPES, Superintendent of Accident Agencies 
77 FRANKLIN ST., BOSTON, MASS. 


The service of a high grade Accident Department will also be offered so 
that you will not have to broker your Accident business to avoid violating 
your Life insurance contract. 











PURELY MUTUAL THE CHARTERED 1857 


Northwestern Mutual Life Insurance Co. 
MILWAUKEE, WISCONSIN 
GEO. C. MARKHAM, President 


Insurance in Force, $1,505,464,984 


SATISFIED POLICYHOLDERS each year apply for over 35% of the 
new insurance issued. 


POLICIES MOST FLEXIBLE AND EASY TO SELL 


Complete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage Rules 
Write GEO. E. COPELAND, 


Investigate ) 
before selecting your Supt. of Agencies, 
Company Milwaukee, Wis. 

















In addition to the ordinary forms of life insurance 


THE EQUITABLE 


makes a specialty of the following: 


Insurance to protect business firms and corporations, under a corporate 
form of policy. 





Group Insurance, by which employers protect families of employes. 





A flexible contract, known as the Convertible Policy, which can be 
converted by the Insured into an Ordinary Life, Limited Payment Life, 
or Endowment Policy. 





A Bond issued without medical examination giving the investor an income 
for his declining years. 

A new policy is offered under which the insurance 
is DOUBLED if death results from ACCIDENT. 
This policy also embodies the following advantages if 
the person whose life is insured becomes totally 
and permanently disabled: 


1. Thereafter the Equitable will carry the insurance 
—The Insured will have nothing further to pay. 


2. The Equitable will pay the Insured an annual income 
for life equal to one-tenth of the face of the policy. 

3. Upon the death of the Insured the full amount of the 
insurance will be paid to the Beneficiary (or double the 
amount if death is due to accident) without deduction on 
account of the income paid to the Insured while living. 


(See the policy for conditions and details.) 


For Agency Openings Address 


WILLIAM E. TAYLOR, 


Superintendent of Agencies 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 
120 BROADWAY, NEW YORK 




















To the Man Who is Willing—and Will 





We are prepared to offer unusual opportunities for money-making 
NOW and creating a competence for the FUTURE. 


FOR CONTRACTS AND TERRITORY, ADDRESS 


H. M. HARGROVE, President :: Beaumont, Texas 
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Connactng | SHE 
ae | oe 
Jos. D. BOOKSTAVER 


76 William St., se 230 Grand St. 














Generel Agent 
Tue Traverens Insurance Co. New York 
of Hartford. Conn. 



















































San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 















U. $. Cash Assets, Dec, 31, 1916 $15,827,439.35 
Surplus, - - += + 5,460,745.59 
Losses Paid by Chicago Fire, 1871  3,239,491.00 
Losses Paid by Boston Fire, 1872  1,427,290.00 
Losses Paid by Baltimore Fire, 1904 1,05/,543.00 











Liverpool 
mmo FOndon 

ann Globe 

Insurance Zo. 


CIMICED 





Over $152,000,000.00 


Losses Paid in the United States 











HENRY W. EATON, Manager 

G. W. HOYT, Deputy Manager 

HUGH R. LOUDON, Assoc. Deputy Mgr. 
J. B. KREMER, Asst. Deputy Manager 
T. A. WEED, Agency Superintendent 















NEW YORK OFFICE 
80 William Street 
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